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Quizzes For Prospects 
Quiz question radio programs have 
swept to a top spot of popularity 
in radio, and a wide-awake Scranton, 
Pa. dealer cashes in on the craze by 
running a quiz contest in connection 
with his store demonstrations. Story 
and pictures, page 7. 
* * * 


Selling the Sizzle 

“Don’t sell the steak, sell the 
sizzle,” is a ‘“Wheelerpoint” of sales- 
manship. The Chiodo Brothers, dealer 
in beer cooling equipment in Syra- 
cuse, N. Y., applies that idea by 
selling bar equipment first, and 
getting the refrigeration work as a 
matter of course. Page 5. 

* * 


* 


What Goes On 

What’s happening out on the firing 
line in household refrigeration sales? 
One of the NEWS editors goes to the 
Illinois oil-boom country (where 
refrigerators are being sold, but 
fast) and in the first of a series of 
field reports gives one picture of 
today’s market. Page 6. 


* * 


Flooded Evaporator Control 

With attention again being focused 
on flooded systems in refrigeration 
work, the NEWS presents the second 
in a series of articles on refrigerant 
control in flooded evaporators. Page 
13. 


Shifts 
The shifting sands of business. 
Field and factory shifts in personnel 
and dealer enfranchisements are 
recorded on page 9. 
* * * 


Contest of Skill 

Tube bending contests have offered 
an opportunity for service men to 
demonstrate their skill. Now comes 
the soldering contest sponsored by 
Mueller Brass Co., and described on 
page 11. 


* * * 


* * * 


Truckin 'Em Cold 

Transportation of refrigerated 
foods by mechanically cooled trucks 
is a rapidly growing phase of the 
refrigeration market. Two new 
systems for this job are described 
on page 12. 


* * * 
Other Departments 
Air conditioning news, 


Supply jobber activities, 
“What’s New,” page 14. 


page 4; 
page 10; 


V. E. ‘Sam’ Vining Has 
New Job; Joins 
Imhoff At Proctor 


PHILADELPHIA — Vernon E. 
“Sam” Vining has resigned as man- 
ager of department store appliance 
Sales for Westinghouse to join 


Proctor Electric Co., manufacturer 
(Concluded on Page 2, Column 5) 
* * x 


Makes a Shift 


VERNON E.: VINING 


Acma and RMA 
Combined Into 
A Single Group 


Organization To Continue 


Work on Equipment 
Standards 


WASHINGTON, D. C.—The Air 
Conditioning Manufacturers’ Associa- 
tion and the Refrigerating Machin- 
ery Association, trade associations in 
the air conditioning and heavy 
refrigeration industries, have an- 
nounced a combination of their 
activities, effective July 1. 

New association is to be known 
as the Air Conditioning & Refriger- 
ating Machinery Association. Pri- 
mary result of the combination, says 
an association statement, will be a 
broadened scope of operations, with 
particular attention being given to 
equipment standardization in the 
commercial refrigeration and air 
conditioning fields. 

Officers of the new association are: 
president: S. E. Lauer, York Ice 
Machinery Corp.; first vice president: 
S. M. Crocker, General Electric Co.; 
second vice president: E. T. Murphy, 
Carrier Corp.; treasurer: P. A. Mc- 
Kittrick, Parks-Cramer Co.; and Wil- 
liam B. Henderson, executive vice 
president. 


European Subscribers 
Dodge Bombs & Carry 
On Business As Usual 


England 


Dean & Wood 
Refrigerator Components 
5 Dowgate Hill 
London, E.C.4, England 
Editor: 
Referring to my last letter, written 
prior to the war, I have not had an 


opportunity of communicating with 
you since, owing to the _ general 
conditions. 

Ordinary refrigeration practically 


ceased for a long period, but there 
is now quite a run on commercial 
plants and we are fully occupied, but 
conditions are very difficult owing to 
the control by the Authorities of raw 
materials, but commonsense is pre- 
vailing in that materials for essential 
supplies are forthcoming. 

If you would like a _ report in 
extenso on the industry here, please 
let me know. Morale in England is 
very high—everybody going about 
their job with tails up and there is 
no defeatist spirit to be met any- 
where. This is absolutely genuine 
and the setback in Flanders and the 
manner in which the evacuation has 
been carried out has been a real 
tonic to the Allies. 

E. T. JONES 


France 


Etablissements Henon & Co. 
20, Ave. Notre-Dame 
Nice, A. M. France 
Gentlemen: 

We have subscribed the REFRIGERA- 
TION News for a whole year, starting 
Jan. 1, 1940, and we shall be very 
interested indeed to take the advan- 


tage of your. special combination 
offer, giving as a premium’ two 
manuals. 


We shall be therefore very obliged 
to you if you could send us two 
manuals F-1 and F-2 which represent 
for us a particular interest. 

Thanking you in advance, we are, 

M. HENON, 
General Manager 


Italy 


Milano, Italy 
Publisher: 

As I took up my pen to write to 
you I remembered that I did not 
remember how your name was spelt 
nor your initials, for after such a 
long lapse of time, during which we 
have had no occasion to correspond, 
(Concluded on Page 16, Column 2) 


of a television show tele- 
cast from W6XAO, Los Angeles, was 


“Star” 


1940 Frigidaire “Cold Wall” 
Shown here with the refrig- 


this 
model. 


Television Must Be Here To 


Stay 


eee “ 


erator are, left to right, W. H. Dudley, 
Fred W. Beecher, George Shane, of 
Frigidaire’s west coast organization; 
and a television cameraman. 


Zelda Rogers, home economist with 
the Los Angeles Bureau of Light & 
Power, and six home economics stu- 
dents are “televised” in a demonstra- 
tion of the advantages of modern 

* * * 


Frigidaire Demonstration 
‘Televised’ on Coast 


LOS ANGELES—What is believed 
to be the first non-commercial televi- 
sion broadcast featuring electric 
refrigeration was transmitted to this 
area recently when Thomas S. Lee 
owned television station W6XAO 
conducted a food and refrigeration 
demonstration in its studios using a 
1940 Frigidaire “Cold Wall” model. 

Participants in the program in- 
cluded F. W. Beecher, W. H. Dudley, 
and G. W. Shane of Frigidaire’s west 
coast organization; C. Burt Oliver 
of Lord & Thomas _ advertising 
agency; Miss Zelda Rogers, home 
economist for the Los Angeles Bu- 
reau of Light & Power; and a group 
of six student home economists. 

Station W6XAO, which has been 
transmitting television broadcasts 


(Concluded on Page 16, Column 4) 


Window- Washers’ Trick 
Saves Schneiderhahn 
When Hotel Burns 


WATERLOO, Iowa—Quick think- 
ing and plenty of grit on the part 
of A. A. Schneiderhahn, president of 
the A. A. Schneiderhahn Co. of Des 
Moines, distributor for Leonard re- 
frigerators and other appliance lines, 
probably saved his life when the 
Russell-Lamson hotel here in which 
he was staying during a dealer 
showing caught fire. 

The Schneiderhahn company was 
having its open house showing of 
the 1941 Zenith radio line at the 
hotel, and during his stay there Mr. 
Schneiderhahn was awakened at 
5:30 a.m. to find the hotel on fire. 

Upon opening the door to the 


(Concluded on Page 2, Column 3) 


electric refrigeration recently staged 
on the West Coast. “Taking the 
demonstration to the prospect’s home” 
will be no idle dream when television 
gets on a commercial scale. 


© 


General Refrigeration Now 
Yates-American Division 


BELOIT, Wis.—General Refrigera- 
tion Corp. will henceforth operate 
as a division of Yates-American 
Machine Co., as the result of a 
merger recently voted by stockhold- 
ers of both companies. 

In announcing the merger, officials 
of Yates-American Machine Co. 
point out that the principal officers 
and directors of that company have 
been occupying similar positions with 
General Refrigeration Corp., and 
that there was common ownership 
of a large percentage of the out- 
standing securities of both compa- 
nies. 

As a result, the merger will have 
little or no effect upon company 
policies or plant operations, declares 


(Concluded on Page 16, Column 5) 


CLT. Cooperates With 
Jobber’s Finance Plan 


LOS ANGELES — Refrigeration 
Service, Inc., refrigeration parts and 
supplies jobber here, reports that it 
has arranged with C.I.T. Corp. to 
make possible the financing—under 
certain conditions—of commercial 
refrigeration installations made by 
customers of Refrigeration Service, 
Inc. 

C.I.T. Corp., however, apparently 
means to keep a close check on its 
financing of commercial refrigeration 
equipment. In answer to a direct 
inquiry as to whether C.I.T. would 
finance installations by service men, 
the following answer was received 
from John W. Darr, vice president: 

“We finance’ such installations 
(commercial refrigeration jobs) for 


(Concluded on Page 16, Column 2) 
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Kitchen Bureau 
Plans Greatest 
Fall Range Drive 


144-Hour Dramatic Sketch 
Demonstration Readied 


For Use By Dealers 


NEW YORK CITY—With the sale 
of 100,000 electric ranges during 
September, October, and November 
as its goal, Modern Kitchen Bureau 
will launch the most intensive sales 
drive ever undertaken by the indus- 
try on ranges and water heaters as 
its fall program on these two appli- 
ances. 

General theme for the range cam- 
paign, which will run from Sept. 15 
to Nov. 15, will be “Alice in Electric 
Wonderland.” Central feature of the 
drive will be an hour and a half 
demonstration, which can be staged 
in a local theater, if available, or in 
a dealer’s showrooms. 

The demonstration is in the form 
of a dramatic sketch, in which the 
uses of the electric range are empha- 
sized more forcefully than in the 
ordinary cooking demonstrations. 
Plans for this include a full script, 
a list of necessary stage properties, 
menus, and a list of all food products 
required for cooking. 

Plan book for the range campaign 
outlines the demonstration, tells 
how to promote attendance, suggests 
suitable attendance prizes, and shows 
how to obtain dealer cooperation. 
The program also includes news- 
paper sections and publicity and 
advertising mats to assist local 
newspapers in selling supporting 
advertising. A series of radio spot 
announcements also is furnished. 

Window displays, central piece of 
which will be distributed by the 
bureau, will include an action sign, 
arranged to appear like an ordinary 
mirror when the light is off, but, 
turned on, showing Alice in Wonder- 
land discovering electric cooking. 
Four display cards stress the advan- 
tages of electric cooking, and five 


(Concluded on Page 16, Column 2) 


Sellers Heads K: elvinator 
Range Sales Activity 


DETROIT—Steele R. Sellers has 
been appointed sales manager of 
the electric range department of 
Kelvinator, succeeding Harry R. 
Parsons, who has resigned. 

Mr. Sellers has been directly con- 
nected with the household appliance 
industry since 1916, and has been a 
retail salesman, serviceman, whole- 
sale man, and merchandising and 
promotion man. For the past 18 
years he has been in public utility 
work, serving as merchandising man- 
ager of West Penn Power Co. 


immediately before coming to Kel- 
* * 


With Manufacturer 


STEELE R. SELLERS 
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AIR CONDITIONING & REFRIGERATION NEWS, JULY 3, 1940 


Written Bids In ‘Auction Sale’ Sifts 
Out Good Prospects For Range Sales 


BUFFALO—Sparked by an “auc- 
tion” sale at each of the 10 cooking 
schools held in connection with their 
spring electric range campaign, 
dealers in the western New York 
area joined hands with Buffalo 
Niagara Electric Corp. and _ the 
Electrical Association of the Niagara 
Frontier to pile up a total of 1,714 
sales during the drive. 


Range sales in last year’s cam- 
paign amounted to 1,527 _ units. 
Dealers this year sold 1,051 units 
during the drive, compared with 
862 in 1939, while sales by the power 
company totaled 663 this year, com- 
pared with 665 a year ago. 

Sharp increase in dealer sales is 
considered an indication of more 
active retailer cooperation this year 
than in the past. 


Feature of this year’s range drive 
was an “auction” sale of an electric 
range at each cooking school, six 
of which were held in Buffalo shop- 
ping communities and four in 
suburban areas. As each housewife 
entered the session, she was given 
a blank paper, along with her recipe 
sheets, and at the close of the 
school she was asked to write her 
name and address on the _ sheet, 
together with whatever bid _ she 
wished to make on the _ range 
(a $99.50 unit) to be auctioned. 


Results of the bidding were 
“amazing” to campaign officials. 
In most instances, they reported, the 
range sold for between $80 and $90. 
In one instance, a bid of $90.90 was 
made, and in no case was a range 
sold for less than $72. Ten per cent 


of the women attending the schools 
submitted bids for $40 or higher. 

All persons who bid $40 or more 
were considered active prospects for 
an electric range, and _ through 
requiring that all names and ad- 
dresses be given, the power company 
amassed a _ considerable prospect 
list. From the 10 schools, a pros- 
pect list of approximately 500 
names was obtained, it was reported. 

In the electric water heater cam- 
paign, held simultaneously with the 
range drive, sales of 536 units were 
reported, as compared with 601 in 
the 1939 campaign. 

Advertising for this year’s range 
campaign was built around the 
progress made in electric cookery 
since 1920, with special emphasis on 
the speed of modern electric ranges. 
Other advantages also were played 
up during the drive, with cartoons 
used to promote reader interest. 

Cooperative advertising was car- 
ried throughout the campaign both 
by the utility and by the electrical 
association, with individual dealers 
also increasing their newspaper ex- 
penditures during the drive. Tabu- 
lation of lineage run during the 
drive showed 2,732 column-inches 
placed by dealers, 3,525 inches by 
the electrical association, and 2,640 
by the utility. 

In addition, the electric company 
also used bill inserts with all persons 
on its lines, and general display 
materials. The campaign, of 10 
weeks’ duration, was managed by 
Charles B. Bell, sales supervisor of 
the appliance division of Buffalo 
Niagara Electric Corp. 


Schneiderhahn Periled 
By Hotel Fire 


(Concluded from Page 1, Column 3) 


hallway he found it so filled with 
smoke that he could not get to the 
elevators, and soon his room became 
filled with smoke also. 


Quicking figuring out a method 
by which he might survive (at least 
from the suffocating smoke) Mr. 
Schneiderhahn sat himself on the 
window ledge with his head and 
torso outside and pulled the window 
down on his lap (like a window 
washer but without benefit of straps) 
until the fire department some 30 
minutes later rescued him by getting 
a ladder to him. His room being 
five stories from the ground, the 


‘Waterloo fire department’s ladder 


just barely reached him. 

While the damage to the hotel 
itself was not so great, the smoke 
was so intense that one of the mem- 
bers of the Waterloo fire department 
died from suffocation while fighting 
the fire. 

Mr. Schneiderhahn was confined 
to his home for several days follow- 
ing his experience, having lost his 
voice entirely as a result of the 
smoke irritation in his throat, but 
is now fully recovered. 

John Casagrande, district sales 
manager of the Zenith Radio Corp., 
and Earl Clinker, G. B. Thomas, and 
Gordon Thompson of the distributor’s 
organization were all at the hotel 
at the time of the fire. Mr. Casa- 
grande and Mr. Clinker were also 
overcome by the smoke. 

Mr. Schneiderhahn is now telling 
his friends and associates that in 
the future he is going to insist on a 
bed in the lobby when he stays in 
hotels. 


‘You Gotta Have Something To Trade’ 
New Angle on ‘30% Off’ Proposition 


DETROIT—“Refrigerators — Na- 
tionally Advertised Boxes—15% to 
30% Discount.” This interesting bit 
of information was received at the 
offices of AIR CONDITIONING & 
REFRIGERATION NEWS a few days ago 
in a circular issued by the ‘“Con- 
sumers Merchandise-at-Discount Co.” 

Always interested in a _ bargain, 
especially in electric refrigerators, a 
NEWS reporter went to investigate. 
The C-M-A-D Co. was found to 
occupy a small office in a downtown 
building, sharing an anteroom with 
an employment service. Neatly 
lettered on the door of a one-desk- 
and-a-telephone private office was 
the legend, “Mr. Jacob.” The office 
was empty and the general manager 
of “Consumers” was apparently out. 

When a voice coming from a 
private office of the employment 
service announced, “Next, please,” 
the reporter fled. 

During a telephone call to “Con- 
sumers” the next day, the executive 
in charge introduced himself as ‘Mr. 
David Jacob.” 


PROSPECTS QUIZZED 


“IT have seen one of your circulars, 
Mr. Jacob, and am interested in 
buying a refrigerator.” 

“What company are you with?” 
queried the wary Mr. Jacob. 

“Business News Publishing Co.” 

“Oh, yes—what kind of a refrig- 
erator did you want?” 

“Oh, any standard make—say a 
Frigidaire.” 

“Well, I tell you—-I can get you 
any box but a Frigidaire. Suppose 
you come down this afternoon and 
we can work out a deal,” said Mr. 
Jacob. 

That afternoon two NEWS report- 
ers payed a visit to the Consumers 
Merchandise-At-Discount Co. Mr. 
Jacob asked them to come in and 
sit down but unfortunately, in the 
one-desk-and-a-telephone office there 
was only room for one chair. Re- 
porter No. 2 stood up. 

“About that refrigerator—I called 
you this morning.” 

“Oh yes, yes, yes,” replied Mr. 
Jacob, giving his visitors a quick 
“onceover.” 


JUST AN ‘ACCOMMODATION’ 


“You see,’”’ he explained smoothly, 
“I only sell refrigerators as an 
accommodation to my _ customers. 
My regular business is house furnish- 
ings and rugs.” 

“But could you get me a refrig- 


erator? How about a 6-cubic foot 
size—standard make and model?” 
“Well, yes,” said Mr. Jacob, “I 
Bre: = 


can get you any refrigerator you 
want, if you have a used electric box 
to trade.” 

“But I have no box to trade—you 
see my landlord moved the box out— 
it belonged to his sister—and I must 
get another one.” 


“Perhaps you could pick up an old 
one—no matter what the condition, 
and I will make you an allowance 
for it,” said Mr. Jacob brightly. 

‘“Mebbe I could—for $15 or $20.” 

“Oh, no,” interposed Mr. Jacob. 
“You should be able to pick one up 
for $5—then I could allow you $25 
on it and we could make a deal.” 

“You mean $25 off if I have a 
trade in?” 

“That’s right—no matter what 
the condition. It has a _ certain 
salvage value, you know. But why 
don’t you go and see any dealer 
around town-—they will give you a 
good discount without any trade in,” 
said Mr. Jacob. 

“That’s an idea,” said the reporter. 
“Goodbye, Mr. Jacob.” 


Laundry Equipment 
Manufacturers Talk 
Of Preparedness Plan 


CHICAGO—Makers of home laun- 
dry equipment have set in motion 
the wheels of a broad program of 
preparedness for any possible indus- 
try emergency—most likely in the 
nature of labor or material shortage 
or the commandeering of factories— 
that may arise in connection with 
the government’s intensified national 
defense activities. 

Discussion of this program and of 
the potential emergencies against 
which it is to guard occupied a 
major portion of the interest at 
the recent summer meeting of the 
American Washer & Ironer Manu- 
facturers’ Association. 

W. Neal Gallagher, president of 
the association and president and 
general manager of Automatic 
Washer Co., announced that the 
association will soon compute data 


on the amount of material and 
labor required for its needs. This 
data, based on a _= questionnaire 


survey of the industry, will be used 
as groundwork for securing the 
piority which the washer industry 
was granted during the World War. 

Association members present at 
the meeting passed—without a dis- 
senting voice—a motion to name a 


special committee to study the 
relationship of the industry to the 
nation’s preparedness program and 
to help place the industry in a 
position to weather the emergencies 
of an intensive national defense 
program or other contingencies. 

Because of his similar experience 
during the World War, Louis C. 
Upton, president of 1900 Corp., was 
named chairman of this committee. 
Other members are: 

E. N. Hurley, Jr., Electric House- 
hold Utilities Co.; J. C. Nelson, 
Easy Washing Machine Co.; W. W. 
Galbreath, Alliance Porcelain Prod- 
ucts Co.; and C. L. Coughlin, Briggs 
& Stratton Corp. 

In making clear the purpose and 
functions of this committee, Mr. 
Gallagher declared that “the alloca- 
tion of materials was made to us 
as an ‘essential’ industry for the 
releasing of woman power from 
homes in the first World War. The 
industry emergency national plan- 
ning committee will act as a liaison 
agent between government agencies 
and manufacturers in the washer 
and ironer industry to operate with 
most efficient service to the national 
cause.” 

Several manufacturers urged the 
washer and ironer producers to 
take steps at once to guard against 
a shortage of skilled labor. One 
manufacturer, emphasizing the fact 
that few new skilled workers were 
trained during the depression decade 
and that even these few would soon 
be gobbled up by companies forced 
to expand their personnel in order 
to handle war orders, urged that 
every manufacturers immediately add 
as many apprentices as possible. 

The steel and rubber situation also 
occasioned considerable comment. 
One association member declared 
that if washer producers acted 
promptly they could obtain steel 
which later would be unavailable 
because of its use in production of 
war materials. 


Florida Light & Power 
Sells Its Ice Plants 


MIAMI, Fla.—Florida Light & 
Power Co. has announced sale of the 
ice plants which it has been operat- 
ing for a number of years in 18 
Florida cities to City Ice & Fuel Co., 
which for some time has operated ice 
plants on the east coast. 

Among plants included in this 
transaction were those at Melbourne, 
Fort Myers, Punta Gorda, Arcadia, 


Okeechobee, Pahokee, Belle Glade, 
Waldo, Baldwin, Lake City, Live 
Oak, Madison, Perry, Monticello, 


Pensacola, and St. Augustine. 

Cold storage plants at Lake Butler 
and Hawthorne also were taken 
over by City Ice & Fuel. 


Has Close Call 


A. A. SCHNEIDERHAHN 


Baltimore G-E Branch 
Displays Commercial 


BALTIMORE — Following comple- 
tion of an extensive remodeling 
program, the local branch of General 
Electric Supply Corp. has opened a 
sales and showroom for G-E com- 
mercial refrigeration and air condi- 
tioning equipment on the first floor 
of the building which it occupies 
here. This is the first time that the 
Baltimore branch has had such a 
display. 


‘Sam’ Vining Joins 
. Proctor Co. Staff 


(Concluded from Page 1, Column 1) 


of electrical appliances, as merchan- 
dising manager. He will work with 
Roscoe Imhoff, general sales man- 
ager. 


~ Known to thousands of persons in 
the electrical appliance industry as 
an exponent of “dirt selling,” as a 
dramatic demonstrator of appliance 
features and selling methods, and as 
the author of “Sam’s Selling Slants” 
—originated as messages to West- 
inghouse salesmen and later published 
in the NEWS and in book form—wMr. 
Vining’s earliest association with the 
household refrigeration industry was 
with Servel, Inc., where he became 
sales manager. 


Later he joined the Grigsby-Gru- 
now Co., manufacturer of Majesiic 
refrigerators, as merchandising man- 
ager, from which post he went to 
Westinghouse, where he has been 
manager of department store appli- 
ance sales. 


Venable Now Manager 
Of Standard Electric 


TOLEDO—Harry Venable, sales 
manager of Standard Electric Mfg. 
Co. for the past 15 years, has been 
appointed general manager of the 
company. Standard produces elec- 
tric ranges for commercial and 
domestic use. 


Sam’s Selling Slants 


V. E. (“Sam”) Vining, 
merchandising manager 
for Proctor Electric Co., 
is the industry’s most 
colorful salesman. This 
is the fifth-of a series 
of Sam’s famous “Sell- 
ing Slants” messages to 
salesmen, An earlier 
series was published in 
the News in 1937, and 
later was published as 
a pocket-sized book. 


PAWNBROKERS 


The pawnbroker is the world’s greatest salesman. He is a 


fundamentalist. 


He eliminates so many non-essentials. 


You pass his store day after day. His windows leave no doubt 


as to his business. 
exposing himself to business. 


He seems uninterested in the passing crowds. 
in his mouth with almost insulting indifference. 
expresses an indolence all its own. 


He himself is standing in his doorway—calmly 


He rolls his cigar 
Every posture 


You have passed his store a thousand times and he has never 
even looked at you—has never even seen you. 


But—I dare you—PAUSE in front of his window. 


See the change in your “single-minded” friend. 


You are no 


longer a part of the passing crowd—you are a Prospect. 


And, please— 


When you wake up inside the store, and just before you take 
your last gasp for breath—as you sink into an hypnotic sea of 
sales talk—take another look at the door; 


His partner is standing there now— 


Waiting—waiting—waiting— 


Doesn’t it do your heart good to see such singleness of purpose? 


You and I have been striving for years to be brilliant, to be 
clever, and it is dollars to doughnuts we’ll never own a bank—or 4 


“pawn shoppe.” 


UP IN 5 MINUTES! 


. . . At last, a complete factory assembled manifold. 
mounted on a plywood panel... 
to install, and the job is finished! 
SUPERIOR Type HE Manifolds have built-in heat 
exchangers, combining advanced manifold desig® 
with the advantage of a heat exchanger for every 
evaporator in the system. 

. . . Saves installation time .. . 
capacity ... Reduces flash gas. . 
oil slugging . . 


Sold by leading jobbers everywhere 


SUPERIOR VALVE & FITTINGS CO. 


1509 WEST LIBERTY AVE., PITTSBURGH, P4- 
Export Dept.: 100 Varick St., New York, N. ¥- | 


Only four screws 


Increases system 
. Protects agat 


. Takes the guess out of estimating. 


Write for Catalog 


TC 
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H . ° e x 
Pays Salaries, Cuts Staff | Shell Buys Out Lebow; i a oo. 4 Niagara Electric Men | Engineer, Salesmen Join 
— ig icago ore is . ee 
175%; Sales Set Record | Changes Firm’s Name Take Outing on Lake | Wichita Graybar Staff 
Entirely Conditioned ? 
7) OKLAHOMA CITY, Okla.—Switch- CHICAGO—The former Lebow & eee ee twelfth ame ‘ oe gh oe Kan. at 9 Eien 
>» his sales staff from 10 men and | Shell Corp., engaged in the com- stag summer outing of the Electrica . G. Spielman, an . F. Paulson 
rod ae mats working on commis- mercial refrigeration and store fix- sis "ake a ta eee poe ate Pe Association of the Niagara Frontier, | have joined the staff of the Graybar 
on sion, to a compact group of four | ture business at 1141 W. Madison ean mm hs a scales pes _ ded Inc. was held June 21 in the form | Electric Co. branch here. Mr. Hitner 
_ men, on salaries, resulted in May | St. here, has changed its name to ie i te mutes tee 4 em of an all-day round-trip cruise from | is lighting sales engineer, Mr. 
peing the year’s biggest appliance | the Lee-Shell- Corp. been opened here in y ‘ae wae sed Queenston, Ont. to Toronto, Ont. | Spielman will handle city counter 
in month for Harbour-Longmire Furni- The change was- brought about | story $155,000 building unit of aboard the Steamer Kingston of the | sales, and Mr. Paulson will assist 
as ture Co. reports L. L. Sanders, | through the purchase by I. W. Shell | straus & Schram Canada Steamship Lines. Mr. Spielman. E. F. Linnerson is 
5 a appliance department manager. of A. H. Lebow’s inter est in the Entire panama is given over to Don Hathaway of General Electric branch manager. 
nce ing the insecurity of com- 
: Exchang: & y corporation. The corporate structure | the display of major appliances and | Supply Corp. was commodore of the 
= mission for the security of salary has | of the firm remains the same. their related selling items in dinette | cruise; D. B. Millar of the Buffalo 
ts’ de the men better satisfied, says e Niagara Electric Corp. served as Increase Refrigerator Space 
vat mace ee ae ee me aaa ant diane and kitchen furnishings. Kitchen & rp. g 
‘yf Mr. San rs aks Ueki: “ie dee. A istrib furniture is displayed in the center | Vice.chairman. 
Mr. can hance hye ; ro Ps very McCr ay Distributor of the section, and electrical appli- Several hundred persons active in DALLAS, Tex.—Space for display 
the merty Ps <7 1 7 ee See = ances on a raised platform which | the electrical industry in this area | of refrigerators and other appliances 
vas wie os DUNMORE, Pa.—Ed Avery has | runs around the border of the room. | made the trip. Buses took the | has been increased with remodeling 
me been appointed’ distributor for One side wall is used for all | party-goers from Buffalo to Queens- | of the Reed Hardware Co. store here, 
e McCray refrigeration equipment in | types of electrical ranges and the | ton by way of the Canadian | says Ellis B. Reed, president of the 
a Zer vas To Dir ect League Lackawanna county. other for refrigerators. shore. firm. 
; e e e 
oe Affairs In Indianapolis 
to 
een INDIANAPOLIS—Walter O. Zer- , iv : 
pli- vas, new managing director of the ONE DELIVERS MORE COLD “te Bik a a 
Electric League of Indianapolis, was PER DOLLAR THE OTHER : —— “if WHY HASN’T SOMEONE 
to be introduced to members of the did = ‘ 
league at its annual outing June 24 WHITTLES WATER COSTS ee % -., # TOLD ME ABOUT 
va at the Ulen country club in Lebanon, ol a ade : THIS BEFORE? 
Ind. Mr. Zervas comes to Indian- TO PINT SIZE . al a” ha 
apolis from Milwaukee. : om . a 
Roy L. Brown, manager of West- ~~ pS : 
inghouse Electric Supply Co., was ~~ ae Y 4 
ules chairman of arrangements for the 3 Po ag aes ees Lect ah E 
fg. outing. He was assisted by John a , i ge a Paes: 4 er 
een Longsdorf, advertising manager of fy 
the Indianapolis Power & Light Co.; 2 
lec- George Courtney, electrical con- 
and tractor; William Pearl, electrical : 
dealer; C. Ray Koontz, service man- 
i ager of Wesco; and Cecil Badger, : 
electrical appliance manager for : 
L. S. Ayres & Co. 
ieicieiieaa === SPREAD THE FACTS ABOUT THESE NEW PEERLESS UNITS AND - 
Dealer Claims; Moves Bie oo : | | 7 a 
ing, ~ YOU’VE CLAMPED A HEADLOCK ON QUICK SALES 
yo MINNEAPOLIS — Floor space is ; be 5 hace ee = 
hess far more essential to the successful 4 ss ; ee ; ee i =u 
This merchandising of major appliances os ; : 
ries than is window space, in the opinion or together, they 
sell of W. G. Stuefer, head of Stuefer s ioe 
— Co. General Electric dealer here. - wipe out all pre- | 
. Acting on this conviction, Mr. 
fre Stuefer recently moved his store Gi vious standards 
from its old location on Nicollet pe Mi . 
eg Ave., where eight times the present of money-saving 
show window space was available, to : efficiency. e : 
new quarters at 90 S. 10th St., where ' 
there is an abundance of floor space. 7 
“We have found from experience,” ; 
said Mr. Stuefer, “that there is no 
substitute for adequate floor display 
in selling major appliances. A per- ; 
) 2 son walking down the street may { 
stop to look at a refrigerator in a ' 
window, but the only way of selling : 
that refrigerator is to get the pros- , 
pect inside where all the models ’ 
ubt can be shown and their advantages : 
mly fully explained.” 
gar Davis Now In Charge Of 
- Muncie Appliance Staff 
ver MUNCIE, Ind. — Banner-Whitehill 
Co., dealer here for Frigidaire electric 
refrigerators’: and ranges, has com- 
pletely reorganized its rapidly grow- -. . 
ing appliance department. A mighty Niagara of cold pours from 
no To head this revamped depart- 
_— the company secured Foster L. the C AN NON COOLER 
avis, an employe of Southern e 
yg Mg A low-cost, 742 to 50 ton, sensationally 
1933. Working under Mr. Davis The Big Bertha of refrigeration! Any job up to ten tons is a pushover 
ake 7 Hubert Cunningham, Arthur J. for this Peerless heavy duty unit. Hang it on the ceiling, stand it on improved WATER SAVER 
of eckner, and Fred Dakin. the floor, use it with or without ducts. . . for any commercial refriger- eel — 
ating purpose requiring temperatures from below 32° to above 50°. Never _— e so urgently needed! High water rates and prohibitive 
M on th ? S | C i. £0 %, : : 2 ; city ordinances have made an efficient water saver absolutely impera- 
s sales Lain (7) You'll have to think fast to conceive of any design advantage the _tive. So Peerless again delivers the goods with the new BWS Water Saver! 
Appreciation Fete Given Cannon Cooler doesn’t have. Pressure type fans oe famous Ther mek First of all—low in cost! Second—radically improved in design and 
coils... lifetime frame and enclosure construction . . . sizes, capaci- built of nothing but the best! Seam-welded for water-tightness. Full 
se? TOPEKA, Kan. — John Brock ties, air velocities and outlets to meet every refrigeration problem. cone sprays playing against a new, shallow-type Thermek condenser 
owner of Brock Electric Co., appli- All internal parts are supported by the framework, permitting ree 8!V€ Very pound of water an amazing heat-absorbing capacity. Double 
be ance distr : : . , , air inlets, bronze and ball bearings, all internal parts easily accessible. 
tributor here, recently gave moval of the galvannealed casing without disturbing the internal All h d disti 
ra his sales force an “appreciation sinttaeclads. Mitesh b dj bl h bl together, 25 separate an istinct star features hammer down 
wel ™ . Easy to balance because adjustable motor sheaves enable water costs as much as 90%. 
neheon” to reward them for their ou to regulate fan speed on the job 
_ efforts which made May the best y 8 , P theta canes For smaller jobs—the Peerless LWS Water Saver. Equally efficient 
= Single month in the company’s Get after your jobber now, or write to the —designed especially to scoop the tremendous market of smaller 
history, nearest Peerless factory for full information. refrigeration plants where every dollar saved really means something. 
Refrigerator sales for May showed See the big Peerless Catalog for America’s most Every day’s delay in getting all the facts means profits lost. See your 
Id. x, crease of 50% over those of complete line of low-side refrigeration equipment. jobber at once or write the nearest Peerless factory. 
oF May, 1939, Mr. Brock declared as 
- “dl Pointed out that every month 
ign ‘S year had been better than the 
stad Same month of the previous year. 
em 
nst - 
Te wee EEMEIA. OF AM ERICA inc 
ca, CKSONVILLE, Fla.—J. Allison ' ” 
0. a Gitau - Cain & Bultman, wee 5 
a. following ‘a 1 Renae — Banga -4 Aragon vecciving the" Poattets X-Changer”? west Factory, General Offices —515 W. 35th Street, Chicago 
Et B} Gein foundea''the ‘Cain Tadio Co, | 7 be glad to put you on the mailing li a a or 
Long Island City Los Angeles, Calif. Dallas, Texas Detroit, Mich. 
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Comfort 


Comes In Crates 


Crates containing all parts of a Yorkaire model 350 store cooler, 
just as they arrived from the factory, being moved into a store owned by 


Ben Foley at York, Pa. They were quickly assembled into one complete 
unit by mechanics working for Thomas Shipley, Inc., distributor. 


Suspended Units Are Quickly Installed 


Uncomfortable effects of hot summer days vanish with the installation 

of Fedders Fed-Air-Kool unit coolers. The direct expansion units 

shown above, installed in a modern restaurant, are connected to a 

remote compressor. Suspension from the ceiling saves floor space 
and no ductwork is necessary in this type of installation. 


Conditionaire Inc. Goes 


Texas Lumber Company 
Into Receivership 


Cools Yard Office 


DALLAS, Tex.—Oldhman & Sum- 
mer Lumber Co. here has equipped 
its yard offices with an Airtemp 
conditioning plant. It is one of the 
first such establishments provided 
with cooling equipment in the 
Southwest. 


DETROIT—A petition for volun- 
tary dissolution and for appointment 
of a receiver has been filed by 
Conditionaire, Inc. in circuit court 
here. Claims against the company 
must be filed 30 days prior to 
Aug. 5, 1940, when a hearing will 
be held. 

The company was organized early 
last year for the purpose of market- 
ing heating, ventilating, and air 
conditioning equipment. 


5-Ton Unit Protects 
Airline Instruments 


Store Cooler Catalog 
Issued By Frick Co. 


WAYNESBORO, Pa. — A _ new 
catalog on “Frick Unit Air Condi- 
tioners” has recently been issued by 
the Frick Co. It contains descrip- 
tive data on the Frick line of store 
cooling units and illustrations of 
outstanding applications. 

The company has also issued a 
new folder on pipe coils for use in 
refrigeration work. 


MINNEAPOLIS — The Northwest 
Airlines here has installed a 5-ton 
packaged air conditioner in _ its 
instrument room. 


This room is used for testing and 
repairing such aeronautical instru- 
ments as air speed indicators, giro 
compasses, altimeters, automatic 
pilots, etc., and in instrument work 
of this sort a dust-free atmosphere 
is essential. Installation was made 
by Beecher-Cumming Co., Westing- 
house dealer. 


4 Cooling Methods 
Outlined on Coast 


LOS ANGELES—Air conditioning 
by means of absorption refrigera- 
tion, evaporative cooling, mechanical 
refrigeration, and ice, were all 
discussed at a recent meeting of the 
local chapter of the American Society 
of Heating & Ventilating Engineers 
here. Officers were elected for the 
ensuing year. 

Heading the organization now are 
H. H. Douglas, Southern California 
Edison Co., president; Arthur J. 
Hess, English and Lauer, vice presi- 
dent; Howard Bullock, General Elec- 
tric, secretary; and Wesley O. 
Stewart, Johnson Service Co., treas- 
-urer. 

Members of the board of governors 
are: J. Frank Park of Western Air 
& Refrigeration, retiring president; 
Maron Kennedy, York Ice Machinery 
Co.; O. W. Ott, consulting engineer; 
and Joe Griffith, Drayer & Hanson, 
Inc. 

In the symposium held on the 
various methods of summer cooling, 
James Hill of Southern Counties 
Gas Co. outlined experiences of his 
firm with absorption refrigeration 
for air conditioning. 

Elmer Cawby of Gay Engineering 
Co. traced recent developments in 
mechanical refrigeration, and Leo 
Hungerford of Utility Fan Co. told 
of the progress that has been made 
in evaporative cooling. 


Depots and Coaches 
Cooled By Bus Line 


LITTLE ROCK, Ark. — Inaugura- 
tion of a new air conditioned travel 
Service has been announced here by 
Arkansas Motor Coaches. M. E. 
Moore, general manager, said all 
buses in the new fleet put into 
service by the company between 
Little Rock, Memphis, Tenn., and 
Texarkana, Ark., via Hot Springs, 
are air conditioned. 

These new buses are said to be 
the largest and finest air conditioned 
buses used west of the Mississippi 
River. Fresh filtered, cool air is 
circulated throughout the buses with 
a complete change of air every three 
minutes. Temperature and humidity 
controls are regulated by the driver. 

In keeping with the company’s 
program of air conditioning its 
equipment, its depots here and at 
Prescott, Ark., also have been 
air conditioned. 


Jacksonville Plans To 
Condition City Hall 


JACKSONVILLE, Fla.—Cost of 
air conditioning most of the Jackson- 
ville City Hall was recently placed 
in the 1939-40 city budget here on 
motion of Fred Valz. 

The present plan is to air condi- 
tion the city auditor’s offices, in 
which dozens of persons work, and 
the City Commission meeting room. 


Realtor Conditions Office 


DALLAS, Tex.—Air conditioned 
offices have been occupied in the 
Highland Park Shopping Village, 
by the Flippen-Prather Realty Co. 


Dallas Theater Cooling 
Operated By Non-Union 
Men Following Strike 


DALLAS, Tex.— Union operators 
of air conditioning plants in the 
chain of moving picture theaters 
operated here by the Interstate 
Circuit ceased work in strike June 
21, at midnight. The walkout was 
occasioned by controversy over 
whether the work week should be 
one of 42 or 48 hours. 

The strike came after the union 
operators had for some time been 
in negotiation with the management, 
with all other points of contract 
agreed upor. The management had 
requested further time for considera- 
tion of the issue, making verbal 
agreement that when the contracts 
had been signed their terms should 
be made retroactive. 

Non-union men went to work on 
the struck plants, and the manage- 
ment indicated that it would not 
seek to accomplish settlement with 
the union. 


G-E Man Visions Air 
Cooled Ball Parks 


SCHENECTADY, N. Y.—Basebal! 
will eventually be played in totaily 
enclosed air conditioned parks, in 
the opinion of Robert J. Swackhamer, 
General Electric engineer, who pio- 
neered in the design of lighting 
systems for night games. The inno- 
vation will be made in the next ten 
or fifteen years, Mr. Swackhamer 
predicts. 

Night baseball was first introduced 
at Des Moines, 10 years ago. At 


that time critics termed it 4 
“fly-by-night” idea. Since then My. 
Swackhamer has- designed 129 


lighting systems for baseball parks. 

In the major leagues, night base- 
ball owas _ first introduced _ at 
Cincinnati in 1935. The Brooklyn 
Dodgers joined the night players in 
1938, and now Philadelphia, Cleve- 
land, and Chicago have installed 
lighting systems in the American 
League, and Pittsburgh and New 
York in the National League. 


Norge Bids For Winter Conditioning 
With Complete New Heating Line 


DETROIT — A broad manufactur- 
ing and sales program aimed at 
providing modern heat and air con- 
ditioning at low cost for homes in 
the $2,000 to $9,000 brackets is 
being launched by Norge’s heating 
and conditioning division, with four 
units, said to be new in design and 
construction, slated to be in full 
production before the end of May. 


These new units range in size from 
a small “below the floor” installation 
to a completely automatic full-sized 
pressure-type oil furnace with electric 
ignition, air filter, and humidifier. 
All are of the oil burning warm air 
type. An alternate model of the 
largest unit is designed to burn gas. 


The three smaller Norge furnaces, 
designated as “Fastemp” models, 
are designed for homes in_ the 
$2,000-$6,000 class, requiring a heat 
output of between 40,000 and 60,000 
B.t.u. 
of the basic principles of the com- 
pany’s Fastemp space heater, and 
this factor helps to cut manufactur- 
ing cost through use of some identical 
controls and parts on both lines. 


The small “below the floor” fur- 
nace—“baby” of the Fastemp series 
—is suspended from the joists, and 
extends only 40 inches below floor 
level. No ducts are required, the 
heat rising naturally through a floor 
grill. 

Standard on all three Fastemp 
furnaces is an automatic chimney 
draft regulator and a constant level 
oil meter to maintain uniform fire. 
At least a partial basement is 


Their design employs many 


required for the “gravity” unit, but 
the blower model may be installed 
in the first floor utility room of a 
non-basement home. Humidifiers are 
available at extra cost for all three 
models; extra-cost filters are avail- 
able for the power-driven unit. 

Top model of the new Norge heat- 
ing line is the Model 120 pressure 
oil burner designed for homes cost- 
ing up to $9,000 and requiring a heat 
output of from 85,000 to 120,000 
Bt. 

Features of this model include a 
dual-purpose motor providing power 
circulation of warm air up to 1,200 
c.f.m. and mechanical draft said to 
eliminate all chimney troubles; a 
horizontal fire tunnel claimed to 
start heat delivery in less than 50 
seconds; a _ spiral 17-foot flue to 
retard hot gases and permit maxi- 
mum heat exchange; automatic oper- 
ation with both temperature and 
safety controls; automatic humidifi- 
cation; filtered air intake from floor 
level, with automatic by-pass when 
filters become clogged and visual 
signal on exterior of cabinet to 
indicate need for filter change. 

All of the Norge units are shipped 
completely assembled. Fuel oil 
reservoirs ranging in capacity from 
50-gallon drums to 220-gallon tanks 
may be installed either inside or 
outside the house. 

Before these units were placed in 
production, they were subjected to 
extensive field tests, some 4,000 of 
them having been on field trial in 
private homes last winter, company 
officials say. 


Units Cool 110 Apartments 


WASHINGTON, D. C.— Tenants 
in the new John Paul Jones’ apart- 
ments are protected from the hot, 
sultry summer by Gale portable air 
conditioning units which were in- 
stalled in 110 suites by the Penith 
Corp., here. Occupants of the build- 
ing are said to be comfortable and 
satisfied. 


VIRGINIA REFRIGERANTS 
FOR THE SOUTH POLE! 


When Admiral Byrd’s Expedition se- 
lected refrigerants for the long voyage 
from Boston to the South Pole, they 
had to consider that temperature con- 
ditions would range from equatorial 
heat to polar cold. It is a high tribute 
to Virginia’s purity, quality, and de- 
pendability that Virginia products 
were chosen for this difficult job. 


Vegetable Room, where perishable food for the expedition is stored— 
protected by Virginia Refrigerants. Picture courtesy Kelvinator 


A POPULAR LINE OF LOW-PRESSURE 
y wN=a3: REFRIGERANTS 
re ae DRY ESOTOO - V-METH-L + METHYLENE CHLORIDE 


bt ‘Ny, 
VIRGINIA SMELTING COMPANY 


At tidewater, WEST NORFOLK, VIRGINIA 
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2nd Cooling Plant Used 
By Singapore Dairy 


SINGAPORE, Straits Settlements 
—Greatly extended use of air condi- 
tioning will be made by the Singapore 
Dairy Farm, following a study of 
the results obtained from the first 
installation, made some years ago. 
The farm is installing another large 
air conditioning plant, said to be the 
Second in the world. 

First plant installed at the farm 
was for a shed housing only 17 cows, 
while the latest system provides air 
conditioning for 120 cows in a shed 
35 feet wide, 200 feet long, and 9 
feet high. For the best part of the 
day, selected cows will be housed in 
this new shed, in which a tempera 
ture of 75° F. will be maintained. 
At night, the cows will be allowed 
outside, to graze on the surrounding 
pasture land. 

The air conditioning plant, of 
American manufacture, is of 70 hp. 
rating, and has a cooling capacity 
sufficient for the production of 55 
tons of ice every 24 hours. The plant 
is said to be large enough (to air 
condition an 850-seat theater. 


Bank Gets $15,000 System 


OMAHA, Neb.—A $15,000 contract 
for air conditioning the first. and 
second floors of the Omaha Nation 
Bank Building here has been aw@ 
to Western Air Conditioning ©°- 
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SYRACUSE, N. Y.—Because 90% 
of the tavern and restaurant owners 
he contacts prefer to deal with one 
firm in buying equipment, Sam 
Chiodo, head of Sam Chiodo & Co. 
here, contracts to supply all specified 
equipment, from complete refrigera- 
tion systems down to the last needed 
accessory. 

The firm specializes in “tailor- 
made” jobs for bars, manufacturing 
pottle coolers, beer pre-coolers, work- 
poards, and beer dispensing units in 
its own shop. Contracts for neces- 
sary woodwork are let out by the 
frm, and tavern and _ restaurant 
accessories such as _ stools, chairs, 
tables, and even silverware are sold 
through a catalog. 

“Thus,” says Mr. Chiodo, “we are 
able to give our customers complete 
service and by eliminating many of 
their ‘shopping worries’ we are 
enabled to do a more convincing 
selling job.” 


25% ON ACCESSORIES 


Supplying accessory equipment 
has become more than a mere sales 
wedge, a profit of approximately 25% 
being realized on these extra items. 
Selling only from a catalog, it is 
not necessary to stock any of the 
items needed, cutting warehouse and 
depreciation expense. 

The manufacturing end of the 
business is a “brother act.” Sam 
Chiodo is the contact man and 
salesman, traveling a wide territory 
in New York state and Pennsylvania. 
Brother Frank is in charge of the 
stainless steel work, John is 
the refrigeration expert. Another 
brother, Paul, is also affiliated in 
the business. 

All of the jobs are made to 
specification and are of all-steel 
construction. The bottle cooling 
units are dry systems, as are the 
beer pre-cooling jobs. Workboards, 
complete with glass rinsers, are 
fabricated in the shop. 


Working to the customer’s speci- 
fication, building the bar to fit the 
room rather than requiring the 
owner to remodel the room to fit the 
bar is the key to sales, according 
to Mr. Chiodo. 

“It is our ability to ‘fill up any 
little corner’ that is a big point in 
getting business,” he says. 


DRAFT OWN SKETCHES 


In contacting prospects, Mr. Chiodo 
outlines the equipment needed. He 
then brings this information back 
to the shop where a complete sketch 
is drawn up. These sketches are 
drawn up by a layout expert who 
was drafted from a local college. 
These sketches in detail are instru- 
mental in selling complete jobs, Mr. 
Chiodo says. 


Following up an installation, a 
picture of the job is taken which in 
turn is used in selling other jobs. 


“It is important,” says Mr. Chiodo, 
“to make the tavern and restaurant 
Owner refrigeration minded. To do 
this we concentrate on savings, 
utility, and attractiveness of our 
equipment. Because we build most 
of our own equipment we can 
eliminate remodeling costs while 
still giving the owner exactly what 
he wants,” 


Because there is always some- 
thing new in application of refrig- 
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Chiodo Brothers Find Complete Furnishings 


Service For Bars Sells More Refrigeration 
tf We Don’t Have It, We'll Make It,’ They Tell the Prospect 
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Sam Chiodo and demonstrator. 


eration and bar equipment, Mr. 
Chiodo says, he is never at a loss 
for a sales entry. 

“I keep studying on these new 
applications to keep me ahead of 
the field,” he says. “For instance, 
we recently installed the first glass 
sterilizing machine using ultra-violet 
ray in this territory. Such new 
applications are excellent advertis- 
ing media and lead to other jobs.” 

The firm carries all its own 
paper. “And,” Mr. Chiodo claims, 
“we have never lost a job that was 
too big for us to finance.” The 
majority of jobs are taken on a 
one-third down basis, to cover cost 
of materials. 

The labor is a “family affair,” so 
that the firm is in a better position 
to do its own financing. Most of 
the jobs are sold on a meter basis. 
It has been found that this system 
makes it “easier to sell, easier to 
collect, and establishes a _ regular 
contact for sales on recommendation.” 

-Old cabinets and equipment are 
taken in trade. Some of the parts 
can be utilized in the manufacture 
of equipment, while much of this 
old equipment is junked. Big 
thought in the trade is to “get the 
old equipment off the market.” 


ONE-THIRD DOWN 


The firm was recently appointed 
distributor for Temprite beer sys- 
tems in the Syracuse territory, and 
to promote the sale of this equip- 
ment a portable demonstration unit 
is used. This unit on wheels is 
making “personal appearance” tours 
of different social functions with 
marked success, Mr. Chiodo says. 

Additional sales promotion is 
gained through newspaper advertis- 
ing and direct-mail pieces. Follow-up 
is no haphazard system, as Mr. 
Chiodo calls on prospects armed 
with pictures of “tailored installa- 
tions” and his sales story of 
“everything for the bar or restau- 
rant from stools to backbar.” 


Fruit Storage Costs 
Under Dime a Bushel 
A Year, Owner Claims 


BARTO, Pa.—Apples and peaches 
are kept in storage at the Lenape 
orchards near here at an average 
cost of slightly under 10 cents per 
season per bushel, according to 
C. K. Cressman, owner. This cost 
is based on taking 10% of the cost 
of the entire refrigeration storage 
installation, plus power costs for the 
year. 

Last season 10,000 bushels of fruit 
were held in storage in the basement 
of a large barn at a power cost of 
$425. Cooling is handled by a 
Frick 4 x 4 ammonia machine con- 
nected to a Frick air cooling unit. 

Two ducts from this unit extend 
along the ceiling of the storage room 
and the air returns through the 
slatted floor, the unit being placed 
slightly below floor level. Because 
the basement walls were made of 
stone, 1 foot thick, no other insula- 
tion was required. 

The Marr Engineering Co. installed 
the refrigeration equipment and also 
a deep well pump which supplies 
cold water to a Frick type MS 
condenser. 


‘One-Two’ Approach of Utica Dealer 


Effective on Price-Conscious Prospects 


UTICA, N. Y.—It’s not polish but 
knowledge that’s needed to_ sell 
commercial refrigeration, says Fred 
Stickles, commercial dealer and serv- 
ice company here. Mr. Stickles, who 
operates the business with his partner 
L. J. Madden, does a multiple job 
of selling, installation, and service, 
pointing out that a knowledge of 
“all sides’ of the commercial refrig- 
eration picture is a virtual necessity 
to a commercial dealer. 

Mr. Stickles and his partner have 
been in the refrigeration business 
15 years, starting out with service 
and adding commercial lines as the 
market increased. 


If equipment being serviced is 
operating with poor efficiency and 
high cost, new equipment will be 
recommended. In the case of the 
refrigerating unit, the company can 
offer two plans. 


IF NOT NEW ... 


First, new equipment will be 
offered, and the savings on new 
equipment is pointed out. If the 
customer balks at the price angle, 
the company offers its second plan 
—replacing the old equipment with 
a reconditioned unit. This system 
has produced sales which would 
otherwise be lost, according to Mr. 
Stickles, and a good market has 
been found for good used equipment, 
mostly in smaller capacities. 


The company has a complete shop 
for reconditioning the units and is 


_ points for prospect hunting, 


able to turn out used jobs in good 
working order. The shop is com- 
plete with charging board and 
dehydrating oven. The gas-operated 
oven was built right in the shop, 
and is said to be the only one in 
that section, excepting the equip- 
ment manufacturers in the city. 
The ready market that has been 
found for this used equipment has 
enabled the company to offer a 
trade-in allowance on old equipment 
without fear of cutting down the 
profit on the sale of new equipment. 
The same trade-in policy is used in 
the sale of display cases. These 
cases are reconditioned for sale, 
being sent out to be refinished. 


IN MILK COOLING 


One of the best markets in this 
section is for milk coolers. Farmers 
in this section supply much of the 
milk shipped to New York City, and 
the big dairy companies around 
Utica must receive the farmer’s 
milk cooled to 50 or 60° F. Grade 
“A” milk must be received at 50° 
and grade “B” at 60°. With the use 
of a milk cooler a farmer can be 
assured of delivering the milk at the 
temperatures specified. The sales 
talk for milk coolers is built around 
this profit angle for the farmer. 

The dairies are cooperating in 
that they recommend the use of 
refrigerating equipment, and these 
same dairies are excellent starting 
says 


Mr. Stickles. As the milk com- 


panies have an accurate check on 
which farmers bring in the milk, 
what quantities, and at what tem- 
peratures, missionary sales work at 
the farms turn up many milk cooler 


sales. “Show the farmer cooling 
equipment that will increase his 
profits, decrease his spoilage, and 


be able to prove your points—sales 
result,” Mr. Stickles says. 

Another pointer to milk cooler 
sales is the list of new customers 
on the rural electric lines. By 
watching this list closely, and get- 
ting there first, sales are a reward. 


FIXTURE HOUSE HELPS 


Part of the company’s display 
room is leased to a store equipment 
company. This tie-up has more 
value than cutting down the rent, 
because prospects for display cases 
and other equipment come from the 
store equipment salesman. This 
salesman has the opportunity to line 
up many prospects that may be 
contacted too late or not at all. 
He, in turn, receives prospects for 
his equipment. 

Salesmen of other lines, such as 
meat and grocery salesmen, also act 
as “birddogs” for sales. These sales- 
men are given a commission for 
resulting sales. Flat commissions 
are given for sales of old or new 
equipment. 

One of the biggest single helps 
to the commercial refrigeration sales- 
men is the use of a meter plan for 
payments, Mr. Stickles believes. 
“Savings are the big story commer- 
cial salesman can sell,” he _ says, 
“and the meter plan gives the cus- 
tomer the higher efficiency, low- 
operating cost equipment without 
too great a demand on his pocket- 
book at any one time. 


For Pressure and 
Temperature Control 


For Polyphase Motors 


There’s 
NO CONTACT MAINTENANCE 


with this Starter! 


Bulletin 836—For pressures up to 
300 Ibs. and vacuums to 30 in., or 
for temperatures from—50° F. to 500° 
F. The snap-acting mechanism pro- 
vides accurate, consistent operation. 


Bulletin 709— For starting poly- 
phase squirrel-cage motors rated up 
to 30 hp, 200 v; 50 hp, 440-550 v. 
Will interrupt loads of at least ten 
times maximum horsepower rating. 


"Since we installed Allen- 
Bradley solenoid starters in our 
plant, we did away with all 
starter inspection. The double 
break contacts are made of a 
patented cadmium silver alloy 
that is always in perfect oper- 
ating condition. Another thing 
about these starters is that they 
don’t have any pins or bearings 
to stick and give trouble. And, 
if the voltage happens to dip 
momentarily, the starters won't 
drop out and shut down our 
equipment. That’s why we're 
such Allen-Bradley boosters.” 


Contact trouble—the chief cause of motor starter failure—is 
practically eliminated in Allen-Bradley solenoid starters. Their 


installations. 


double break, patented cadmium silver alloy contacts never go 
wrong. They are maintenance-free. That's why these starters 
have proved so successful on air conditioning and refrigeration 


You will also like this starter because it is so easy to install. 
There is plenty of wiring space in the cabinet. Lots of knockouts 


are provided and the terminals are easily accessible. The white 
interiors make installation easy in dark locations. 


Allen-Bradley Company, 1313 S. First St., Milwaukee, Wisconsin 
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Oil Boom, Rural Line Building Spur Sales In Centralia, Il. 


‘Specials’ So Popular That Most Dealers 
Have Already Sold Season’s Supply 


By T. T. Quinn 


CENTRALIA, Ill.—A _ couple of 
years ago, King Oil came along and 
made this a very good town in which 
to sell electric refrigerators. Now, 
the lower prices of 1940 models have 
made it an even better one. 

Oil is still the “big boss” around 
Centralia—the Centralia pool is cur- 
rently producing an average of right 
around 100,000 barrels of “black 
gold” a day—and much of the appli- 
ance business done by local dealers 
stems from changes in living con- 
ditions for which oil has been either 
directly or indirectly responsible. 

Population of Centralia has sky- 
rocketed since development of the 
oil fields in that vicinity. It is 
claimed that there are now close to 
20,000 persons living in the city, 
where prior to the discovery of oil 
the population was around 13,000. 

What this sudden influx of popula- 
tion—practically all of them with 
money to spend, and willing to spend 
it—has done for business isn’t hard 
to imagine. Home building has 
been—and is—going ahead fast, and 
a second major development has 
been the conversion of larger homes, 
formerly occupied by a single family 
—into two and often three-family 
apartments. 

Why not—when you can get $50 
and up for a three-room apartment? 
And since refrigeration of some sort 
is a requirement of all such dwell- 
ings, refrigerator sales have been 
on the upgrade all during the build- 
ing and modernization boom period. 
This applies both to new and used 
refrigerators, for a good .market 
for the latter has been developed 
among the apartment-converter home 
owners. 

While oil probably has been the 
chief contributor to better business 
for refrigerator dealers, another 


important factor has been the rather 
extensive electrification of sur- 
rounding rural areas, both by REA 
and by Illinois Iowa Power Co., 
local utility. Farmers have been 
good appliance buyers, dealers re- 
port, and refrigerators are generally 
their second choice—a radio’s always 
the first. 

Reason for refrigerators’ popularity 
is that farmers have a real need 
for refrigeration during the warm 
months, to protect their dairy prod- 
ucts—and ice delivery is too uncertain 
for safety. Also, farmers are too 
busy, in summer, to make. the 
daily or every-other-day trip to town 
for their own ice. With electricity 
available, and with lower prices to 
help spur their decision, dealers 
report that, in most cases, farm 
homes will “go” for a refrigerator 
even before an_ electric washer, 
choosing to get along, for the 
present, with their old gasoline- 
operated laundry equipment. 

Rural and apartment modernizing 
business created an abnormal demand 
for $114 “specials,” dealers reported 
—and the only complaint most of 
them had was that they just 
couldn’t get any more of the low- 
priced leaders from their distributors. 

In general, dealers declared, farm 
homes are good prospects for any 
refrigerator—of 6-foot capacity or 
higher—under $150. Above that, it 
was said, they need a lot of selling 
to convince them that it’s a “good 
buy.” 

Another factor making heavier the 
local demand for low-priced units 
among independent dealers is the 
fact that Sears and Montgomery- 
Ward still take a big chunk of the 
farm trade—the latter through a 
branch and the former through an 
“associated” appliance dealership. 


Pleasantatre 


FINEST NAME IN AIR CONDITIONING 


MOST VALUABLE FRANCHISE 
in the WINDOW-TYPE FIELD 


Pleasantaire Corporation, Tower Bldg., Washington, D. C. 
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Most dealers admit that the Sears- 
supplied dealership probably does 
the best refrigerator business in 
town, with the possible exception of 
the power company, which does an 
effective and aggressive merchandis- 
ing job on its own lines. 


Specials Hit “New Field,’ 
Says Power Co. Man 


This year’s “specials” have opened 
up what appears to be an entirely 
new field for local refrigeration sales, 
thinks Herschel Harvey, one of the 
two appliance salesmen for the local 
office of Illinois Iowa Power Co. 


“We expected we’d have quite a 
few trade-ins of mechanical refrig- 
erators, but most of our sales have 
been to persons who have never 
owned anything but an icebox,” he 
said. 

Biggest demand has been for 
special models, Mr. Harvey said. 
Since the power company has a 
two-way play at buyers—the appli- 
ance first and current thereafter— 
no great effort is made to “sell up” 
above this class. A good many 
higher-priced units also have been 
sold this year, he said—and when 
there seemed to be a good oppor- 
tunity, “selling up” efforts have 
worked out successfully. The Cen- 
tralia office sells General Electric 
equipment. 


As expected, most “specials” have 
been purchased by families in the 
lower-income brackets. But another 
good field has been developed in 
the apartment-modernizing class of 
homeowners who are making room 
in their own homes for “guests” 
connected with the oil industry. 


Six-foot units sell better to these 
apartment operators than 4-foot 
units would, Mr. Harvey reports. 
Especially at the 1940 prices. 

Selling only to its own meters— 
which cover most of Centralia and 
some of the surrounding towns, as 
well as some rural territory—the 
power company works two appliance 
salesmen out of this office. The 
men work on salary, commission, 
and “load-building points,” and fol- 
low leads obtained in the office as 
well as through canvassing. Since 
all customers must call at the office 
to pay their electric bills monthly, 
floor leads account for the bulk of 
the business. 

Trade-ins have not been a problem 
this year, Mr. Harvey said. They’ve 
been considerably lighter than he, 
at least, had expected—and dispos- 
ing of them has been an easy matter. 
Some of them go into the homes 
being converted into apartments, and 
others to farmers or to city families 
who still want to stay below the 
1940 price range of new equipment. 

The power company has its own 
appliance servicing department, and 
will get a used refrigerator into 
salable condition, if it doesn’t entail 
too much outlay—otherwise the units 
are junked. All the company tries 
to do is break even on its used 
merchandise—either by resale or by 
pricing the new equipment at a 
certain price “and your old refrig- 
erator.” 


More Electric Ranges 
Than Gas In Centralia 


Electric ranges have been selling 
better this year than ever before, 
Mr. Harvey said. He estimates that 
there are now more electric ranges 
in use in Centralia proper than 
there are gas ranges. The utility is 
not a “combination” operator in 
this territory, although it is in 
others, so electric ranges are pushed. 
Electromaster and G-E are carried 
by the company. 

On its own electric range sales, 
Mr. Harvey said, the company has 
the installation figured into the price 
quoted the prospects. Outside dealers 
must quote a $20 installation charge. 

A shortage of special models 
makes higher-priced units harder to 


sell, reports Gibson’s, Westinghouse 
dealership. The store hasn’t had one 
of the $114 models on its floor in 
the last 60 days, and some sales 
have been lost—although business 
in general is considerably better 
than last year. 

Good thing about the specials, Mr. 
Gibson said, is that they opened up 
a new field for refrigerator sales— 
and also that they enabled dealers 
to sell without chiseling and without 
trade-ins. The store accepts no 
used equipment on specials, and 
prospects seem willing to pay the 
low “asking price” without question- 
ing. 

“It’s not so good on the higher- 
priced units,” Mr. Gibson declared. 
“People buying these models shop 
around quite a bit, and tend to hunt 
for the ‘best deal.’ If a dealer pares 
down his profit to meet competition 
on sales in this class, he’s not much 
better off than he would be if he 
concentrated on specials and let the 
rest of the line go by.” 

Best use of specials—when he 
could get them—was as pullers-in so 
that prospects could be “sold up” to 
higher-volume models, Mr. Gibson 
continued. But without a model to 
show, you can’t advertise a special 
—and so you don’t get the crowds. 

Even harder on sales than the 
shortage of specials has been a 
shortage in the “E” line—the $139 
6-foot unit—another potent sales- 
puller, Mr. Gibson said. Selling up 
from the special to this model hasn’t 
been hard, he said, because prospects 
can see the differences in con- 
veniences and appointments. But 
ranges have been the easiest prod- 
ucts to sell up. Housewives, when 
they buy an electric range, want all 
the deluxe features, Mr. Gibson 
declares. Few of the $100 models 
have been sold, and sales in the 
above $150 class have been the rule. 

Gibson’s has been handling “plan- 
ned kitchen” equipment on a limited 
basis, merchandising a line of wood 
kitchen cabinets, but sales have not 
been encouraging. The company 
now plans to take on a line of steel 
cabinets, carrying only the commonly 
used sizes and selling them as 
just another product, to be installed 
by the buyer. 

Housewives are too hard to please 
on complete kitchen equipment sales, 
Mr. Gibson said—and profits on 
sales have been too short for the 
time and trouble involved. There 
might be something in selling cabi- 
nets on the “‘instali-it-yourself” basis, 
Mr. Gibson believes. At least he’s 
going to try it. 


Claims Coldspot Sales 
Average Over $130 


In the midst of the best year in 
refrigeration it’s ever experienced is 
the Hight Appliance Store, Sears- 
associate appliance dealership, with 
offices here and in Mt. Vernon. Sales 
this year already are far ahead of 
1939, when 216 units were sold, 
reports Manager Goff. In the last 
28-day period, sales in the two 
Hight stores would run to approxi- 
mately 140 units, it was estimated, 
with 60 coming out of Centralia and 
the other 80 out of Mt. Vernon 
headquarters. 

Most refrigerator sales this year 
have been in the $130 to $150 price 
class, it was reported, although the 
“Mercury” six, Sears’ $119 special, 
was a great favorite with buyers. 
The company ordered 28 of these 
units at one time, and sold them in 
a hurry, Mr. Goff said. Now they 
aren’t to be had. 

Much of this year’s business has 
come from the new electrified farm 
areas, with a good share of the rest 
being the result of the oil boom 
here and in Salem, IIl., not far 
away. The company has no store in 
Salem, but has a “bird dog” look- 
ing up business there and bringing 
prospects to Centralia for closing. 
When this isn’t possible, a Sears’ 
complete-kitchen owner in Salem 
permits use of his home as an 
auxiliary sales floor. 


VEL Siluer Bleet 


of operating efficiency that is 3 to 5 years ahead of 
the field. Ask for the new 72-page catalog. Servel, 
Inc., Electric Refrigeration and Air Conditioning 
Division, Evansville, Ind. 


ae ‘REFRIGERATING MACHINES 


Smooth and silent as a sailboat, Servel’s “Silver 
Fleet” refrigerating machines offer you a standard 
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The store employs six salesmen 
the year around—it sells stokers, 
washers, ranges, radios, and other 
equipment in addition to refrigera- 
tion—and has set them up on a 
quota basis in accordance with their 
proved sales abilities. There’s an 
offer of a flat $50 to all salesmen 
making their quota for the year— 
and two of the salesmen already 
have qualified for the bonus. Three 
more, all new men, are well on the 
way, says Mr. Goff, and should 
reach their quotas without difficulty. 

The Hight salesmen work on a4 
straight commission basis, and aver- 
age around $65 a week during the 
busy season, Mr. Goff said. Selling 
a variety of equipment, the men 
have an opportunity to maintain a 
fairly high average income the year 
around. 


‘No Trade-In’ Policy 


Saves Headaches 


A policy of no _ trade-ins of 
mechanical refrigerators and aq 
strictly regulated schedule on ice 
refrigerators has saved a lot of 
headaches this year for Langenfeld 
Motor Co., Frigidaire dealership, 
reports Sales Manager Albright. 


Both unit sales and dollar volume 
are up over 1939, Mr. Albright said, 
with low-priced specials something 
very hard to get, and a good many 
sales still to be had in that class, 
Electric range sales this year have 
been better than before. The com- 
pany expects to hit its peak sales 
during July. This has been the 
case in years past. 

“We can’t recondition a _ used 
mechanical refrigerator and sell it 
at a profit,” said Mr. Albright, 
“so we’ve adopted a policy of just 
not handling them at all. We won't 
trade for a_ used electric unit. 
Maybe it has cost us some sales— 
but we figure sales don’t mean 
much unless there’s a profit along 
with them. 

“We'd rather pass up a sale of 
this kind than get it and lose 
money. The same thing is true, to 
a lesser extent, on icebox trade-ins. 
Unless you keep a pretty close 
watch on things like that, they tend 
to run away with your profits. 


(Concluded on Page 7%, Column 1) 


No Joints! No Leaks! 


This Rome Jointless Water Cooled 
Condenser is a typical example of 
Rome’s ability to provide trouble 
free condensing equipment. Rome 
Water Cooled Condensers are used 
by many leading compressor manu- 
facturers, Write for complete 
information. 


ROME-TURNEY 
RADIATOR COMPANY 


222 Canal Street 
ROME, N. Y. 
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‘Wild Selling’ Tamed 
By Trade-In Policy, 
Dealer Declares 


(Concluded from Page 6, Column 5) 
“J suppose we’ve done our share 
of ‘wild trading’ in the past, but 
this year we’ve adopted a flat rate 
of from $5 to $15 allowance on used 
iceboxes, With the allowance deter- 
mined by the selling price of the 
new refrigerator. And we’ve stuck 
with that policy. Maybe that has 
cost us some sales, too—but it’s 
made our men better salesmen.” 

As another aid in making its 
icebox trade-in policy stick, the com- 
pany is offering a “bonus” of $5, 
payable at Christmas time, for every 
icebox the salesman induces the 
new-refrigerator buyer to keep. This 
puts the men squarely behind the 
policy, Mr. Albright said, and has 
done as much as anything else to 
keep the trade-in problem in line. 

In fact, the trade-in policy on 
refrigerators has worked out so well 
that the company, on its 1941 radio 
line, will go to a flat 10% allow- 
ance on any used radio accepted on 
the new model. If a customer buys 
a $25 radio, the most he can get 
for his old radio is $2.50. In addi- 
tion to clearing up a knotty problem, 
this ought to increase sales of 
higher-priced models, Mr. Albright 
believes. 

Electric range sales have picked 
up this year, he reports, and are 
better now than at any time in the 
past. Most of the company’s sales 
are made in Centralia proper. 


Used Models No Worry 
To Crosley Dealer 


One dealership which professes to 
be unworried by the mechanical 
refrigerator trade-in question in the 
Centralia area is the George E. 
Raines Furniture Co., Crosley dealer. 

The store had quite a run on 
used refrigerators earlier in the 
year, Mr. Raines reports, with some- 
thing like a half dozen models 
received in a single week. The com- 
pany took the models in at $10 each, 
and sold one of them for $50, the 
others for $10 each. 

No guarantee was given with any 
of the used equipment, Mr. Raines 
said—the company merely stipulating 
that it was in operating condition 
when installed. 

There should be a good market for 
used electric refrigerators in this 
territory, Mr. Raines believes. 
Although many of the oil field men 
live in apartments and homes in 
which refrigeration is furnished, 
some of them purchase their own 
refrigerators—and what they want 
is refrigeration, minus any frills 
and gadgets. They don’t even care 
much about operating cost—if the 
unit will deliver sufficient cold to 
keep their food—and beverages—at 
Safe and palatable temperatures. 


As Mr. Raines sees it, these oil 
men want a refrigerator they don’t 
have a lot of money tied up in— 
something they can use for perhaps 
& season or two, and have most of 
their money out of. When they 
move away, they don’t want to have 
to take it with them. 

New refrigerator sales, Mr. Raines 
reports, have been mostly in the 
deluxe models. More sales of the 
$189 model have been made by the 
company, he said, than of the $99.50 
Special. Both sales and volume have 
been higher than at this period of 
last year. 
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‘Tuning In’ Sales 


Scranton Dept. Store Uses 
‘Kitchen Quiz’ Radio Show 
To Promote Appliances 


By Robert M. Price 

SCRANTON, Pa.—There’s a heavy 
accent on showmanship in the sales 
promotion program of the appliance 
department of the Globe Store, 
Westinghouse dealer here. High 
card in the sales promotion deal is 
a highly popular “Kitchen Quiz” 
radio program which goes on the air 
twice weekly from the display floor 
of the department. 

The program combines entertain- 
ment with instruction and draws 
interested homemakers to the store 
for information on cooking and use 
of electrical appliances given by 
Joyce O’Neil, home economist, while 
Bill Pierce, announcer for station 
WGBI, gives guests a chance to 
match wits with him over the air. 

The first half of the 30-minute 
program is given over to instruction 
in cooking and hints on the use of 
kitchen appliances. Even this part 
of the show is no “cut-and-dried” 
affair, as Miss Weston exchanges 
fast ones with breezy Bill Pierce 
who takes the part of a cooking 
“student.” The laughs come fast 
and often, but this fun is punctuated 
with serious instruction. 


ROVING ‘MIKE’ 


The last 15 minutes of the air 
show moves into the “Information 
Please” style and members of the 
audience have an opportunity to be 
heard over the air. The announcer 
takes a roving microphone, picks 
out a likely subject, and sits down 
for a chat on a variety of topics. 
Sprinkled in with the questions are 
well-timed plugs for the appliances 
on display in the store. 

An added incentive for the ques- 
tion-and-answer game is the offer 
of a $1 gift certificate to anyone 
who appears on the program. This 
certificate can be used to buy any- 
thing in the store. 

The program is well advertised in 
the newspapers and invitations over 
the air help swell the attendance. 
Around the entire department store 
are spotted signs to catch the eye 
of the shopper. Printed recipes for 
the day are handed out to the 
audience and are mailed to listeners 
who call in to the store or write for 
copies. Often, listeners call in for 
copies during the program, proving 
the interest displayed, according to 
Herb Lugg, manager of the depart- 
ment. 


HOMEY ATMOSPHERE 


The entire program is well staged. 
Cooking instruction is given from a 
complete electric kitchen which is 
built upon a platform at the far end 
of the display floor. The easy 
manner of the home economist, plus 
the fact that the audience is at all 
times part of the show gives the 
whole thing a homey atmosphere. 


The Globe Store, one of the 
region’s largest department stores, 
leases the appliance department to 
Mr. Lugg. He also has three other 
stores in near-by towns. With the 
“Kitchen Quiz” program as an ex- 
ample, Mr. Lugg pointed out that the 
selling of electrical appliances re- 
quires a different technique than 
most other items sold in a depart- 
ment store. He is convinced that the 
lease arrangement for _ electrical 
appliance sales is the right answer 
for a department store. 


Mr. Lugg’s arrangement provides 
that he pay a commission to the 
department store for everything sold 
in his department. While the appli- 
ance department is a separate opera- 
tion, the store takes care of all 
financing and checks the credit on 
all sales. To customers the appli- 
ance department is directly connected 
with the Globe Store, all advertising 


Free Frosted Foods 


OMAHA, Neb.—To promote sale 
of Philco ‘‘advanced design” refrig- 
erators, Paul Jacobus, Philco appli- 
ance dealer, recently offered any 
purchaser “frosted foods dinners for 
a week.” Certificates entitling the 
bearer to 21 different kinds of 
Bird’s Eye foods, including meats, 
vegetables, and desserts, were pre- 
sented with each sale. Certificates 
were honored by all Bird’s Eye 
dealers, 


Prospects Do the Talking At Scranton ‘Kitchen Quiz’ 


Bill Pierce, radio 
announcer for sta- 
tion WGBI, Scran- 
ton, Pa., cuts loose 
with some real puz- 
zlers to guests at 
the “Kitchen Quiz’ 
program staged at 


the Globe’ Store 
appliance depart- 
ment. 


Personnel of the Globe Store’s appliance department combines with radio 


artists to put the bi-weekly program over. 
R. K. Thompson, S. A. Dearborn, 


Left to right: L. W. Smithing, 
Margaret Price, Herbert Lugg, 


manager, Bill Pierce, announcer, Frank Monaghan, program director, 


and Joyce O’Neil, 


home _ economist, 


carrying the store’s name or is tied 
in with the advertising of other 
items. 

Obvious advantage here, says Mr. 
Lugg, is the reputation of the store 
to increase buying confidence. Also, 


as the store is paid in direct propor- 
tion to sales made in the appliance 
department, the store management 
pays part of the advertising costs, 
including a portion of the “Kitchen 
Quiz” expense. 


Case Histories Cited In 
Sales Training Booklet 


NEW YORK CITY—“Training 
Men to Sell,” a new booklet by 
William H. Lough, president of 
TradeWays, Inc., hits the highlights 
of his 25 years of experience in 
training over 200,000 salesmen in 
numerous types of businesses 
throughout the country. 

Out of this experience in training 
men to sell everything from player 
pianos to insurance policies, Mr. 
Lough has fashioned a booklet which 
is said to be filled with practical 
advice and help for sales managers. 

His leading chapter, entitled “Re- 
sults,” deals with actual case his- 
tories, citing company names as well 
as the actual increases in business 
recorded after they had applied the 
sales training methods advocated in 
this booklet. 

The booklet tells not only what 
needs to be done, but also how to 
do it. On one page are listed 10 
pitfalls that must be avoided if sales 
training is to pay. From there on 
the booklet concerns itself with 
defining salesmaking methods, form- 
ing salesmaking habits, designing a 
practical training plan, and the tools 
which are used in organizing and 
training salesmen. 


The booklet is illustrated with 
both photographs and _ drawings. 


Puffer-Hubbard’s patented Dry Storage Beverage Caller will 
e Keep uniform temperature within 2 degrees above or below 
setting e Cools from 32° to 40° e Has 24-hour cooling capacity 
144 times maximum storage capacity e Dry e No loss of 
labels @ Strictly sanitary e Low cost (approximately 1%c per 
case based on 4c power rate) e Faster cooling with forced air. 


Standard cooler at right. 
Bar type below. Built in 
five lengths, 50” to 12’. 
Remote or self-contained. 


After two years of satisfactory perform- 
ance of thousands of units our guarantee has never 
been invoked. Literature on request. 
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Opportunity 
For Schools 


ORRESPONDENCE SCHOOLS 
C operating in the air condi- 
tioning and refrigeration field 
have been under heavy criticism 
in recent months from certain 
factions in the industry. The 
contention of the critics is that 
these schools—granting for the 
sake of argument that their 
instruction is good—turn out far 
too many graduates. 


Some people get pretty mad 
when they tune in their radios 
and hear: 


“Thousands of trained men 
needed for rapidly expanding 
refrigeration and air conditioning 
industries.” 


Some Are Annoyed By Flow 
Of Job-Seeking Young Men 


They get even angrier when 
more and more of these graduates 
trickle into their offices looking 
for jobs. Then they say: “Some- 
thing ought to be done about 
this.” 


Others point out that there is 
a need for good, trained men in 
the refrigeration and air condi- 
tioning industry, and that the 
really good schools—those which 


have adequate courses of training. 


—perform a useful function, even 
if they do turn out more graduates 
than the industry can absorb. 


News Investigates Claims 
Of Certain Schools 


Readers of the NEws will recall 
that we have not hesitated to 
“go after’ some of these corres- 
pondence schools—becoming in- 
volved in a $150,000 damage suit, 
in one instance, as a result of a 
publishing an investigation of a 
school. On the other hand, the 
News has accepted advertising 
from two schools which, responsi- 
ble people throughout the industry 


agree, offer sound courses of 
training. 
It occurs to us just now, 


however, that possibly a solution 
to the dilemma lies in the current 
American rearmament program. 
In connection therewith are sev- 
eral fields where “thousands of 


- trained men are needed’”’—and 


needed as fast as we can get them. 


Already the government is 
+ ac x Ee = ce 


commissioning private flying 
schools to do the preliminary 
training of airplane pilots. Why 
not commission private schools 
to train airplane mechanics? For 
every pilot, at least three ground 
men are needed. Where are we 
going to get them? 


Serious Shortage of Machine 
Tool Makers Noted 


Another very serious need is for 
machine tool makers. You can’t 
train a machine tool maker in 
six weeks; but perhaps private 
schools might tackle the problem 
of the long course which would 
be required. 


Because of the depression and 
the C.I.O. (which, unlike the A. 
F. of L, does not encourage the 
training of apprentices), the ma- 
chine tool industry has trained 
almost no apprentices in the last 
10 years. This lack of machine 
tool makers may turn out to be 
the worst bottleneck in our entire 
defense program. 


Skilled Labor Sought 
By Shipyards & Arsenals 


Both the army and navy report 
a shortage of skilled labor for 
work in their arsenals. It now 
appears as if they’ll have to step 
up to a 10-hour day as the only 
method available of increasing 
production. 


Same situation holds true in 
the shipyards. Already there 
exists a shortage of skilled labor 
at places like Mare Island and 
Newport News, where our great 
men-o’-war are fabricated. This 
shortage will really become acute 
when our vastly enlarged naval 
expansion program gets under 
way. 


Seems Like Big Opportunity For 


Schools & Ambitious Youth 


This looks like a big opportunity 
for schools which are geared up 
to a real job of training young 
men who want to learn a trade. 
The need for such skilled labor 
is apparent. By helping to fulfill 
that need, private schools will not 
only be offering their graduates 
an assured outlet for their energies 
and talents, but will be doing a 
patriotic service for their country. 


We do not suggest that they 
abandon the refrigeration and air 
conditioning industry. It’s going 
to continue to grow, and to 
continue to need trained men. 
But right now, it appears as if 
there are some other fields which 
need trained men a lot worse. 


If the proper courses can be 
developed, a great portion of the 
flow of ambitious young men can 
be diverted from the overcrowded 
fields of refrigeration, air condi- 
tioning, and diesel power into 
such crying-for-attention fields as 
aviation mechanics and shipbuild- 
ing. 


LETTERS 


Range Prices Should 
Allow the Business 
To Expand—Poteat 


General Electric Co. 
1285 Boston Ave. 
Bridgeport, Conn. 
Editor: 

After considerable absence from the 
office, I was trying to catch up on 
my reading and came across your 
editorial on range prices. I assume 
that the trade would expect us as 
manufacturers to endorse this edi- 


They‘ll Do It Every Time . . . By Jimmie Hatlo 
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THE OLD MAN 'LL BE 
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torial on the theory that low prices 
are a threat to the enormous profits 
made by range manufacturers. How- 
ever, an analysis of the action of 
range manufacturers over the past 
10 years in lowering costs and prices 
is indicative of the realization on the 
part of the manufacturers that lower 
prices widen a market. 

I sometimes wonder however, if we, 
as manufacturers, have not been too 
ready to pass on cost reductions to 
the consumer in the form of lower 
prices rather than to spend the 
money in advertising promotion. If 
lower prices and promotion don’t go 
together, the development of the 
market is definitely slower. 


Strangely enough, at the same 
sitting during which I read your 
editorial, I read a statement in the 
Printers’ Ink for April 19 about Edsel 
Ford’s testimony before the T.N.E.C. 
in Washington. His statement was 
that while it was not economically 
feasible for the Ford Motor Co. to 
produce an automobile to sell for 
$500 or less, nevertheless, the Ameri- 
can public plainly prefers a car with 
more room and greater speed than 
could be provided at the lower price. 


In other words, the lowest possible 
price is not the determining influence 
in the sale of a product when such 
a price produces something that 
people don’t want. The Liftop refrig- 
erator, as fine a machine as it was, 
did not look like a refrigerator and 
hence, did not do the job hoped for. 


If range prices are lowered to such 
an extent that standard full-sized 
equipment which looks like what the 
customer’s conception of a range 
should be, cannot be provided, they 
will not do the job hoped for. 


The only purpose of this letter is 
to commend you for your editorial 
which puts its finger on a very im- 
portant fact when it says that if 
dealers on whom we rely to expand 
the market lose interest because of 
their inability to make money in the 
business, the establishment of low 
prices in the minds of consumers as 
representative of all that is necessary 
in an electric range will do irrepara- 
ble harm to the future of the business. 


J. R. Poteat, Manager, 
Water Heater-Range Section 


Ray Smith Recalls 
Relationship With F. M. C. 


Industrial Training Institute, Inc. 
2130-2158 Lawrence Ave. 
Chicago, Ill. 


My dear Mr. Taubeneck: 


It doesn’t seem possible that Mr. 
Cockrell has passed on. Less than 
two weeks ago we were talking with 
each other on the telephone regarding 
our case before the Federal Trade 
Commission in which he was to testify 
in our behalf during the week of 
June 24. And I had a letter from 
Mrs. Cockrell the week before he 
died, which was the first intimation 
I had that he was even sick. 
She said that he had had an 
appendectomy, but that she expected 
him home shortly and would have 
him communicate with me just as 
soon as he was able to write. 


It is hard for me to bring myself 
to believe that he is gone. 

I don’t need to tell you how much 
I shall miss him, nor how much I 
have valued his advice from time to 
time. 


I always felt free to go to 
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him with my troubles, and to some 
extent he has come to me with many 
of his. The result has been a 
comradery that to me has been a 
source of great enjoyment. And now 
he is gone. 

I understand you are going to take 
over the duties of President. You 
have had aé_ée splendid preparatory 
training for this work, and I am sure 
will measure up to all the demands 
of the position. I know Mr. Cockrell 
had implicit confidence in you and 
your judgment. I am sure, therefore, 
that AiR CONDITIONING & REFRIGERATION 
News will continue to be the great 
success that it was under Mr. 
Cockrell’s management. 


In the meantime I not only want 
to wish you the best kind of luck, 
but I also want to say that if I at 
any time can be of service to you 
or your organization, please do not 
hesitate to call upon me. 


With kindest personal regards, I 
remain. 


Ray D. SmitH, Pres. 


Tributes To F. M. C. 
..+ R. J. Thompson 


Kinetic Chemicals, 
Wilmington, Del. 


Dear George: 


Inc. 


It was sad to hear of the sudden 
death of our good friend Mr. Cockrell, 
and I extend to you and your organi- 
zation my sincerest sympathy. There 
is no doubt but that Mr. Cockrell has 
played a very important part in 
publishing up-to-the-minute news of 
the goings on in the industry and I 
am sure that his direction in the past 
will stand you in very good position 
in your work which is now cut out 
for you. 


I am certain that with your experi- 
ence and training that you have had 
under Mr. Cockrell that the News 
will go on to even something better 
and, if at any time, I can be of any 
service to you I believe that you can 
always count on me. 


R. J. THOMPSON, 
Refrigeration Engineer 


. « » W. Paul Jones 


Philco Refrigerator Co. 
Philadelphia, Pa. 


Dear George: 


This is my first opportunity to 
write you since Mr. Cockrell’s un- 
timely death. 


Needless to say I was greatly 
shocked and_ grieved, because I 
counted Mr. Cockrell as a friend. I 
greatly admired him for his strong 
will and sincerity of purpose. Unques- 
tionably he contributed a lot to the 
refrigerator industry, and I have no 
doubt, to the trade publication field 
as well. 


His passing must of course be a 
great blow to your organization. 
Knowing the kind of a bunch you 
are however I feel it will only stimu- 
late you to reach the stage that 
under happier circumstances all of 
you might have been more leisurely 
in attempting to attain. 

Mrs. Jones and I are. greatly 
grieved for Mrs. Cockrell and Helen, 
and we trust that they will find 
comfort in the knowledge that before 
passing he had left his mark. 


Call upon me at any time for any 


assistance you or your organization 
may require. 

We hope that you and Mrs. Taube- 
neck will have an opportunity to visit 
us in this part of the country before 
very long. Ze 

W. PAu. JONES, 
President 


——es 


..» A. M. Sweeney 


General Electric Co. 
1285 Boston Ave. 
Bridgeport, Conn. 
Dear George: 

Yours of June ist was a shock to 
me too. I had not previously heard 
of Mr. Cockrell’s death. The news 
made me stop and think seriously of 
how often men in apparent good 
health are quickly taken. 

I never was close to Frank but 
whenever I did see him I felt he 
reflected the fine interest he had 
in his work, his organization, and 
his friends. 

There is no reason that I know of, 
which should prevent your carrying 
on where Frank left off. It’s a big 
job, George, if you make it so and 
T’ll be glad to help you in any way 
I can. 

A. M. SWEENEY, 
Manager, Household 
Refrigerator Section 


_.. Willard S. French 


Brooke, Smith & French, Inc. 
Advertising 
82 E. Hancock Ave. 
Detroit, Mich. 


Dear George: 


I was indeed shocked to hear of 
the death of Frank Cockrell. 

Frank had done a great job in a 
great industry and I am sure his 
contributions were in no_ small 
measure responsible for the tremen- 
dous expansion in that business. His 
always was a constructive attitude— 
never tearing down. Always building. 

His passing brought to mind the 
many enjoyable hours we_ had 
together when he was with McGraw- 
Hill—and that goes back a long ways. 

Frank had a host of friends and 
he will be missed not only by his 
friends but by the whole refrigeration 
industry. 


Time marches on, and now you 
are in command. I wish you the 
greatest success and know that you 
and the others of your fine organiza- 
tion will be able to carry on in 4 
manner that will be a credit to the 
memory of Frank Cockrell. 


With this letter go my best regards 
and best wishes. 


Wiuarp S. FRENCH 


eee J. J. Manse 


Easy Washing Machine Corp. 
Syracuse, N. Y. 


My dear George: 

It was a great shock to receive 
the news of the death of Mr. Cockrell. 
I am sure you will miss him greatly. 

I presume from comments in the 
last edition that you will carry ° 
much the same policies, and 
sure your association with Mr 
Cockrell over the many years fits 
you ideally for this assignment. 

Very kindest regards. 

J. J. NANCE, 
Gen. Sales Mgt. 
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MANUFACTURER-DISTRIBUTOR CHANGES 


Frohlich To Direct 
Bendix Sales Training 


SOUTH BEND, Ind.—Jack Froh- 
lich has been added to the home 
office staff of Bendix Home Appli- 
ances to take over direction of that 
company’s sales training program. 

Mr. Frohlich, long a_ regional 
manager for Norge, formerly was 
sales manager for Dartnell Corp., in 
which position he had broad experi- 
ence in rendering constructive help 
along the lines of man power de- 
velopment and sales stimulation to 
sales executives in varied fields of 


industry. 


Pambrun To Assist Krautter 
In Crosley Advertising 


CINCINNATI—L. B. Pambrun 
has joined the advertising staff of 
the Crosley Corp. to assist in the 
handling of creative and production 
work, L. Martin Krautter, advertis- 
ing manager, announced last week. 

Mr. Pambrun has had a diversified 
advertising experience with such 
manufacturers as Stewart-Warner 
Corp., Hibbard-Spencer-Bartlett, and 
the Brunswick-Balke-Collender Co. 

He has also had considerable ex- 
perience in moving pictures both in 
advertising and publicity and as an 
“extra” from the time he was six 
years old. 


Heinze Joins Crosley 
Automobile Division 


CINCINNATI—Walter J. Heinze, 
a 10-year veteran in the automobile 
field, has joined the sales force of 
Crosley’s automobile division. 

Mr. Heinze, onetime division man- 
ager for Eureka Co., Detroit manu- 
facturer of vacuum cleaners and 
other electrical appliances, has more 
recently been regional sales manager 
at Washington, D. C., for Hudson 
Motor Car Co., and southern sales 
manager of Nash Motors division, 
Nash-Kelvinator Corp. 


Bibbens-Bent Takes Philco 
In Georgia-Florida Area 


JACKSONVILLE, Fla. — Bibbens- 
Bent, Inc., 114 Park St., has been 
appointed distributor in northern 
Florida and southern Georgia for 
Philco radios and refrigerators and 
Philco-York portable air conditioners. 

This new distributorship is headed 
by Ross Bibbens and Van Etten 
Bent. Mr. Bibbens was a member 
of the Philco organization from 1932 
until 1939, and more recently has 
been engaged in the retail radio 
business. Mr. Bent has been a radio 
and refrigerator distributor in Ken- 
tucky for the past seven years. 

The Bibbens-Bent firm planned to 
introduce its products to dealers at 
a meeting held at the Ponte Vedra 
Bath Club. 


Airtemp Names Outlets 
In Texas & Illinois 


DAYTON, Ohio—Appointment of 
three new distributors for Airtemp 
alr conditioning equipment was an- 
nounced here recently. 

The new firms added to the Air- 
temp list are Automatic Sales Corp., 
Houston, for 20 counties in Texas; 
Porter Burgess Co., Dallas, for a 
different section of Texas; and 
Renier Radio & Television Co., 
Dubuque, Iowa, for counties in Iowa, 
Wisconsin, and Illinois. 


Rogovin Covering Capital 
For Stewart-Warner 


BALTIMORE — Sidney Rogovin, 
district sales manager for Stewart- 


Warner refrigerator and radio lines, 
is now handling these lines in the 
Baltimore and Washington, D. C. 
areas, having succeeded John R. 
Brandenburg, who has been assigned 
by Stewart-Warner to another terri- 
tory. 


Jacksonville Firm Adds 
G-E Cooling, Heating Line 


JACKSONVILLE, Fla. — General 
Cooling & Heating Corp. has been 
appointed distributor in northern 
Florida and southern Georgia for 
General Electric air conditioning and 
commercial refrigeration. 

In taking on the G-E distribution, 
General Cooling & Heating Corp. 
will serve 75 dealers in this territory. 
The personnel of the local distribu- 
tor is composed of men who have 
had General Electric sales training. 

General Cooling & Heating Corp. 
is headed by C. W. Sherman, presi- 
dent and general sales manager; 
R. E. Campbell, chief engineer; 
W. L. Tribble, in charge of the 
heating department; Ben Eastman, 
in charge of commercial refrigera- 
tion; and Mrs. Nan Buffington, in 
charge of publicity. 

The quarters of the company are 
air conditioned. 


Baltimore Frigidaire Firm 


Adds ‘Perfa-Soda’ Unit 


BALTIMORE —F. A. Davis & 
Sons, already distributor for Frigid- 
aire commercial refrigerating equip- 
ment and Liquid Carbonic soda 
fountains and supplies, has been 
appointed exclusive distributor in this 
territory for the Hudson “Perfa- 
Soda” unit, a seltzer water maker 
manufactured by Hudson Mfg. Co., 
Inc. of Detroit. 


New Conditioning Firm 


Organized In Lincoln, Neb. 


LINCOLN, Neb.— Peerless Dis- 
tributing Co., Inc. of Omaha has filed 
articles of incorporation with the 
Nebraska secretary of state as a 
distributor of cooling, heating, and 
air conditioning equipment. Author- 
ized capital stock is $10,000. In- 
corporators are Victor L. Gross, 
Leah A. Gross, and Edgar M. More- 
man. 


Whitbeck Named Auditor 
Of Receipts At G-E 


SCHENECTADY, N. Y.—S. T. 
Whitbeck, auditor of the air condi- 
tioning department of the General 
Electric Co. at Bloomfield, N. J., has 
been named auditor of receipts of 
the company, with headquarters at 
Schenectady. He succeeds Jacob 
Schuler, who has retired after 43 
years of service with the company. 


Mr. Whitbeck entered the account- 
ing department of the company in 
1910, and from 1924 to 1931 was 
assistant to Mr. Schuler. In 1931 
he became treasurer of the Penn 
Heat Control Co., Philadelphia, and 
in the following year auditor of 
General Electric’s newly formed 
air conditioning department. 


Handles Mobilaire 


ANDERSON, Ind.—Robert Brown, 
radio and electrical appliance dealer, 
has been appointed dealer for the 
Westinghouse Mobilaire room cooler. 


Davega Chain Opens 
Paterson, N. J. Store 
PATERSON, N. J.—A new unit 


in the Davega-City Radio, Inc. chain 
of 30 stores in the New York 


metropolitan area has just been 
opened here at 185 Main St. This 


new branch has four floors, three 
of which are devoted to display 
and merchandising of refrigerators, 
radios, television receivers, and 
other electrical appliances, as well as 
sports equipment. Herbert J. Steele 
is manager of the branch. 

Another new store in the Davega- 
City Radio chain was opened not 
long ago in Flushing, L. I. 


Dealer Appointments 


BALTIMORE, MD. 


BALTIMORE—The Clemons Radio 
& Television Co., recently organized 
radio sales and service firm operat- 
ing at McElderry and Rose Sts. here, 
has expanded its activities to include 
sales of General Electric refriger- 
ators and Bendix home laundry units. 

Head of the firm is Oliver Clemons. 
Kermit and Calvin Baumgartner 
are associated with him. 


MEMPHIS, TENN. 


MEMPHIS, Tenn.—Firestone Auto 
Supply & Service Store, Third and 


Washington, and Kisber Auto Supply 
Stores, 1166 S. Third, have been 
appointed dealers here for’ the 
StewartsWarner refrigerator line. 


FORT ATKINSON, WIS. 


FORT ATKINSON, Wis.—How- 
land Appliance Co., formerly of 
Milton Junction, has opened for 
business at 8 S. Water St. here with 
a complete line of electrical home 
appliances. W. R. Howland is man- 
ager. 


ST. ANTHONYS, IDAHO 


ST. ANTHONYS, Idaho—A new 
appliance dealership, Williams Elec- 
tric Store, has been opened here by 
C. T. Williams, owner of the Williams 
Electric Store in Ashton, Idaho. 


CLINTONVILLE, WIS. 


CLINTONVILLE, Wis.—Roy Guig- 
net, formerly manager of the Jenkins 
Furniture Store, has opened Roy’s 
Good Housekeeping Shop at 127 S. 
Main St. with a line of electrical 
appliances. 


DENVER, COLO. 


DENVER — Herb Names, Inc. 
Modern Living Shop has opened as 
an appliance store at 1532 Stout St. 
here. Norge appliances will be 
featured. Herb Names heads the 
firm, and associated with him are 
M. A. Wallof, Willard Little, Walt 
Neal, and Ray Perkins. 


DALLAS, TEX. 


DALLAS, Tex.—Rick Furniture 
Co., located in suburban Oak Cliff, 
has taken on Norge refrigerators and 
washers. 


MARKED TREE, ARK. 


MARKED TREE, Ark.—H. R. 
Murphy Co. here has been appointed 
a dealer for Westinghouse refriger- 
ators and ranges. 


MONROE, WIS. 


MONROE, Wis.—F. E. Nelson and 
Harry Mabel have opened the Home 
Utilities Co. at 1716 Tenth St. here, 
carrying the full line of Norge appli- 
ances. 


WEST 
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coal Freeware uevcereeooessoreen 


and activities. 


for itself. 


Conditioning & Refrigeration News. 


saw it in Refrigeration News’. 
enviable reader interest. 


used in your publication on 


“We feel that the progress of our company in the 
refrigeration industry is very closely associated with Air 


started manufacturing refrigerator cabinets in 1935, your 


publication has published news items regarding our progress 


“Wherever we go we usually get the same remark, ‘We 


“Throughout the industry and especially among firms selling 


. . . . . e 4 444 
commercial refrigeration, your publication is ‘tops’. 


- - J. C. Battles, Mgr., Refrigeration Sales, Midwest Mfg. Co. 


From the time we 


Your publication has an 
The advertising space we have 


‘MIDWEST’ 


frigerator cabinets and display cases has more than paid 


commercial _re- 


“More than paid for itself.” 
No comment is needed on that one! 


it is interesting to note, however, that the advertising 
schedule of Midwest in the NEWS has grown larger 
every year. 


That, we think, is the pay-off. 


Air Conditioning & Refrigeration News 


“The Newspaper of the Industry” 


Coast-.to-Coast 


_ Distribution — 
2 : (eee § BAF 


REG. U.S. PAT. OFF 


So ee ere 


The Preferred METHYL CHLORIDE 
for Sewice Werk 


: I. DU PONT DE NEMOURS & CO. (i 

‘The R. & H. Chemicals Dept. 
Wilmington, Delaware | 
District Sales Offices: Baltimore, Boston, Charlotte, 
Chicago, Cleveland, Kansas City, Newark, 
New York, Philadelphia, Pittsburgh, San Francisco 
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GRAND RAPIDS, Mich.—Giving 
the service man all the application 
engineering necessary to lay out, 
estimate, sell, and install a refrig- 
eration or air conditioning job, is 
the method employed by Fred Hoop, 
owner of Refrigeration Supply Co. 
which was organized here last 
August to distribute refrigeration 
parts. 

Formerly an engineer for Grand 
Rapids Cabinet Co., Mr. Hoop is a 
refrigeration engineer, a heating 
and air conditioning engineer, and 
also a draftsman. Layouts made for 
his customers are blueprints taken 
from drawings prepared in his place 
of business. 

Half of the store space occupied 
by Refrigeration Supply Co. is used 
to stock refrigeration parts; the 
other half is used for the engineering 
department. Lines handled at pres- 
ent include Peerless, Minneapolis- 
Honeywell, Virginia Smelting, Alco 
Valves, Dayton belts, Imperial Brass 
products, Rotary Seal, Brunner com- 


He Figures “Em 


FRED HOOP 


mercial compressors, and Chieftain 
household compressors. 

Mr. Hoop believes that the refrig- 
eration jobber should’ give’ the 
service man more than the custom- 
ary “application engineering” to be 
successful. In this way the service 


Fred Hoop Builds A Supply Business By 


‘Blue Printing’ Jobs For Servicemen 


engineer has access to the same 
kind of engineering talent and 
business judgment that has made 
large commercial refrigeration and 
air conditioning firms a factor in 
the business. 

On the question of responsibility 
for the finished installation Mr. Hoop 
asserts that the service man or 
refrigeration organization is respon- 
sible for installation work and that 
his company was responsible for the 
engineering and the _ satisfactory 
performance of the product sold. 

Questioned about the possibility of 
dispute as to who was responsible— 
engineer or installation contractor, 
when a job did not perform properly, 
Mr. Hoop states that no disputes 
of this kind have occurred. 


‘Squalus’ Refrigerator 
Gets Featured Role 


CLEVELAND—A hitherto unsung 
survivor of the “Squalus” disaster 
last year is the subject of an adver- 
tisement scheduled to appear over 
the signature of Ferro Enamel Corp. 
in the July issue of Sheet Metal 
Worker and the August issue of 
Fortune. 

This survivor, a porcelain enameled 
refrigerator which had been made 
for the Navy by Herrick Cold 
Storage & Refrigerator Co., Water- 
loo, Iowa, and finished in Ferro 
enamel by Toledo Porcelain Enamel 
Products Co., Toledo, Ohio, was on 
the ill-fated Squalus when that sub- 
marine failed to rise from a test 
dive off the Atlantic coast last year. 

When the ship was finally raised, 
the refrigerator was sent back for 
reconditioning. After the accumula- 
tion of grit and grime was scraped 
off, it was discovered that the porce- 
lain enamel finish had withstood for 
four months the ravages of battery 
acid, oil, Diesel engine grease, salt, 
and the continual ebb and flow of 
ocean currents, the advertising copy 
reveals. 

The advertisement is illustrated by 
a picture of this refrigerator when 
it was only half cleaned, and a 
picture of the raising of the sub- 
marine. 
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/ Check the ASvEnInESt of 


is the drying agent that will posi- 


tively end your moisture troubles 


and let you forget all about freeze-ups. The 


fact that over one million permanent refrigeration units 
equipped with Silica Gel charged dryers are in daily 
use without one single complaint having been received 
is evidence that Silica Gel should be your standard 


drying agent. 


Standardize on dryers that contain Silica Gel and 
watch customer-confidence increase your business. You 
can obtain your favorite dryer charged with Silica Gel 
or Silica Gel for refill from your jobber. 


For complete information see your jobber or write to 


_— DAVISON nny CORPORATION 


es 1s s ae ee: et %, egy" Ne 


K & M Supply Co. Is 
Opened In Tulsa 
By K. G. Wight 


TULSA, Okla.—A_ refrigeration 
supply jobbership under the name of 
K & M Supply Co. has been opened 
at 208 N. Denver St. here by K. G. 
Wight. This new firm will confine 
itself strictly to the wholesaling of 
refrigeration parts and supplies, Mr. 
Wight states. 

Among the lines which the com- 
pany already has contracted for are 
Gates belts, Sporlan expansion 
valves, Ansul refrigerants, Texaco 
oils, Hinsdale and Bonney tools, 
White-Rodgers controls, Jarrow door 
gaskets, lElectrimatic water and 


solenoid valves, and General Controls 


Co. controls. 

Mr. Wight got his start in the 
refrigeration business in the service 
department of the Kelvinator dis- 
tributorship in Kansas City in 1923. 
From that time until 1936 he was 
associated with Kelvinator distribu- 
tors in Wichita, Kan., Omaha, Neb., 
and St. Louis. In Kansas City, 
Wichita, and St. Louis he held the 
position of service manager. 

For the past three and one-half 
years, Mr. Wight has been doing 
sales engineering work for Huss- 
mann-Ligonier Co., St. Louis, and its 
distributors. 


Dole Offers Plate Coil 
Engineering Data 


CHICAGO—A new 40-page catalog 
has just been issued by Dole 
Refrigerating Co. on the line of 
vacuum cold plates which it manu- 
factures. 

First half of the catalog illustrates 
and describes standard DoleCo plates 
and units for such applications as 
ice cream cabinet conversion units, 
liquid coolers, refrigerated trucks, 
locker plants, and ice cube makers. 

Remainder of the book covers 
special applications such as food 
counters and salad pans, display 
cases and counters, store windows, 
and some types of mechanically 
refrigerated beverage coolers. 

Several pages are devoted to engi- 
neering data, including complete in- 
formation for computing plate sizes 
for practically any purpose. 

A brief but illustrated history of 
the company and of its development 
of the vacuum plate principle also 
is included, as is a page explaining 
the hold-over principle of refrigera- 
tion, and another page showing how 
“DoleCo covers the food field.” 

Copies of this catalog may be 
obtained from the company. 


C. V. Hale Joins Staff 
Of Noland Co. 


PITTSBURGH—Ceylon V. Hale 
has left the Pittsburgh office of 
Melchior, Armstrong, Dessau Co. to 
join the Noland Co., Inc., Norfolk, Va. 


An Addition To 


the Jobber Ranks 


Members of the refrigeration trade in southern California brought their 

wives and girl friends to the opening of Authorized Supply Corp., new 

parts and supply jobbing firm in Los Angeles headed by Hal Clay, 
former sales manager for Dole Refrigerating Co. 


Mare Shantz To Handle 
Superior Valve Line 


CHICAGO — Marc A. Shantz, 
Chicago manufacturers’ agent, has 
made arrangements to handle the 
Superior Valve & Fittings Co. line 
of diaphragm packless valves, mani- 
folds, accessories, and fittings in a 
territory including the northern por- 
tion of Indiana, Illinois, and Iowa, 
western Michigan, and all of Minne- 
sota and Wisconsin. 


Mr. Shantz plans to maintain a 
warehouse stock of Superior prod- 
ucts in Chicago for the convenience 
of customers in the metropolitan 
Chicago area and adjacent com- 
munities. 


California Refrigerator 


Buys Out A. H. Kittle 


SAN FRANCISCO — California 
Refrigerator Co., refrigeration sup- 
plies jobber, has purchased the 
washing machine and vacuum cleaner 
replacement parts business formerly 
owned by A. H. Kittle, and in the 
future will carry a complete stock 
of this equipment in addition to 
refrigeration parts. 


At present, stock is being carried 
only in the San Francisco store, but 
a department also will be set up in 
the Oakland store as soon as pos- 
sible. Howard Parker, of Los 
Angeles, and Al Bedard, formerly 
with the Kittle organization, will be 
in charge of the department. 


Washer Parts Department In A Jobber’s Store 


California Refrigerator Co. of San Francisco recently set up this 
washing machine and vacuum cleaner parts department as a division 


of its main store operation. 


Clarence “Sandy” Pratt is proprietor. 


Made tn a modern plant, on latest precision 


equipment, by expert en gineers and 


mechanics. Its clean, solid 


appearance wins your 


instant respect. 


Mills Novelty Company 
4100 Fullerton, Chicago 
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Servicemen Find New Test of Skill In 
Soldering Contest Staged By Jobber 


FLINT, Mich.—A new kind of 
contest to give servicemen a chance 
to show their skill at their trade, 
following in the footsteps of the 
“tube bending contests” in~ which 
many servicemen have engaged, is 
the “soldering contest” sponsored by 
Mueller Brass Co. Such a contest 
was put on recently by the Lifsey 
Distributing Co., local jobber of 
refrigeration and air conditioning 
supplies. 

Purpose of the contest, or the 
“project” as it is known, is to 
assemble and solder the loop as 
shown in Fig. 1. It is suggested 
that those putting on the contest 
prefabricate the base by mounting 
a drop ear elbow with test line pre- 
assembled on a 12-inch square or 
similar wood base, and to solder a 
riser in the vertical outlet. 

Each contestant should be fur- 
nished a box containing all the 
necessary materials such as pipe and 
fittings, cleaning brush, sandcloth, 
solder, and flux, the box to be placed 
on a work table or bench, and not 
be touched by contestants prior to 
the starting signal. 

Rules of the contest are as follows: 

A. Contestants may not touch any 


materials prior to starting signal. 

B. All parts must be soldered 
after assembly to the project. Base 
must be kept upright and in one 
position throughout assembly opera- 
tions. Contestants may not turn 
project around or to one side and 
must do all work from same relative 
position. 

C. All joints must be cleaned and 
fluxed satisfactorily prior to solder- 
ing. 

D. Contestants may solder as 
they assemble or may assemble 
complete, then solder. 

E. On completion, each assembly 
to be tested for leaks under super- 
vision of judges. 

Judging will be based on the 
following points: 

A. Elapsed time in seconds. 

B. For each joint not filled with 
sufficient solder—penalty 15 seconds. 

C. For each joint not neat, such 
as solder running down tube, penalty 
is 5 to 15 seconds. 

D. For each joint that leaks— 
30 seconds. 

E. Squareness of completed proj- 
ect, penalties—60 seconds maximum. 

F. Contestant with lowest total 
time will be adjudged winner. 


Firefighters Schooled In Refrigeration 


MILWAUKEE—Refrigeration dis- 


tributors and members of_ the 
Wisconsin Radio, Refrigeration & 
Appliance Association here are 


cooperating with the Milwaukee Fire 

Department on a program of refrig- 

eration education for firemen. 
Purpose of this movement is to 


make it possible for firemen to 
handle refrigeration, particularly in 
apartment units, in case of fires. 

A bureau of instruction has been 
set up in the headquarters of Engine 
Company No. 2 with equipment 
contributed by local refrigeration 
distributors. 


Beefsteak a la Harvey 


Filled up with beefsteak and product information were these commercial 
refrigeration dealers handling Mills equipment who attended the beef- 
Steak supper given recently by Sid Harvey of Sid Harvey, Inc., Long 
‘sland wholesaler with headquarters at Valley Stream, N. Y. The steaks 


were broiled over charcoal fires in Harvey Fireboxes. 


In the lower 


picture (standing at left), Sid Harvey himself serves another steak 
sandwich to one of his hungry guests. 


ce 


High Pressure 


_2100 Indiana Ave. 


0 


NEW ! 1! 
Combination Condenser 
WATER REGULATOR 


Cut-Out 
All Sizes Available 


tHE ELECTRIMATIC core. 


Chicago, U.S.A. 


Soldering Project 
mn im: 


4 - W g022 - 1/2” (5/8 O. D) Ells 
1 - W 4006 - 1/2”, (5/8 O. D.) Tees 


1-K 3462 Base Assembly 
a. 1/2” (5/8 O. D.) Type M Pipe 
12” Long 


3- 1/2” (5/8 O. D.) Type M Pipe 


Diagram of the project to be 
constructed in the soldering con- 
test sponsored by Mueller Brass. 


Show Welding, Soldering 
Equipment In New Book 


CHICAGO — A complete range of 
welding and cutting torches and 
outfits, soldering outfits, gas and 
air torches, and lead burning equip- 
ment is described in a new 28-page 
booklet just issued by Imperial 
Brass Mfg. Co. 

Shown for the first time in this 
booklet is the new Imperial 7X 
welding torch, recommended for 
welding sheet metal, for auto body 
and fender welding, and for airplane 
welding. 

In addition, the booklet shows 
Imperial regulators, regulator adapt- 
ers, welding hose, hose connections, 
cylinder trucks, goggles, gloves, and 
other supplies. 


Central N. Y. Service Men 


See Two Motion Pictures 


SYRACUSE, N. Y.—The Central 
New York chapter of R.S.E.S. held 
a meeting on June 26 at which 
R. E. Bansburg of Square D Co. 
spoke.’ Slow-motion pictures of some 
of the devices in action were shown. 
Motion pictures of the All-Industry 
convention last January were also 
shown. 


_ Working Against Time . S 


- ». are these service men partici- 
pating in the _ soldering contest 


sponsored by Mueller Brass Co. and 


staged by Lifsey Distributing Co., Refrigeration Tubes 


Flint, Mich. jobber. he et ee 
TOP 

In the top picture (left to right) 
the project workers are: V. Dingman, 
V. Dingman Refrigeration Service, 
Saginaw, Mich.; Bill Lott, Farwell 
Sales, Flint; Ernest Chasteen, Alger 
Appliance Service, Flint; and Otis 
Chasteen, Chasteen Appliance Serv- 
ice, Flint. 


BOTTOM 

Struggling with torches, tubes, 
and fittings in the bottom picture are 
(left to right): N. Gunnell, Clarks 
Refrigeration Service, Flint; C. H. 
Morgan, Appliance Service, Flint; 
Owen Dobbs, McDonald Dairy, Flint; 
and Bill Baer, White Gold Ice Cream 
Co., Flint. i 


THE AMERICAN BRASS CO. 
FRENCH SMALL TUBE BRANCH 


General Offices: Waterbury, Conn 


For Greater Operating Efficiency 


stl FRIGIDAIRE 


THERMOSTATIC 
AND VAPOR CONTROL VALVES 


Easily Installed and Adjusted 


@ These parts built to the same high standards of pre- 
cision and quality as Frigidaire finished products. Easily 
installed in soda fountain or commercial applications 
to correct operating deficiencies. Maximum operating 
efficiency always. Write your Frigidaire distributor today 


for prices and full details. 


1. Thermostatic Regulating Valve 


Provides more positive control 
oftemperatures by athermostatic 
element placed in fixture or liquid 
being cooled. Recommended 
for multiplexed ice cream cabi- 
nets. Controls ice formation in 
water bath. 


2. Snap Action Valve 

Provides different temperatures 
on multiplexed installations 
with positive defrosting of 
finned evaporators. 


tures. 


3. Liquid Temperature Valve 
Minimum low back pressure ad- 
justment in direct expansion in- 
stantaneous beverage coolers. 
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4. Evaporator Regulating Valve 
To prevent frosting of multiple 
forced air evaporators. Permits 
temperature difference in fix- 


5. Automatic Regulating Valve | 


To control water bath tempera- 
tures used in soda fountain ap- 
plications when multiplexing. 
Can also be used in commer- 
cial applications. 


6. Crankcase Regulating Valve 


Prevents high back pressure. 
During long off period, valve 
closes tightly to prevent excess 
pressure in crankcase; protects 
stuffing box seal and prevents 
absorption of refrigerant in 
crankcase oil. 


TO. SATISFY 


WRITE TODAY... 


for your copy of the NEW Frigidaire “Refrigerant 
Control Valves and Commercial Accessories” 
book. Complete information on Thermostatic 
and Vapor Control Valves, as well as on other 
commercial accessories. 


YOUR EVERY REFRIGERATION SERVICE NEED 
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Two HOT Subjects 
for Two HOT Months 


Soda fountain installation and service problems will be headed toward 
the high point of the year during the next few weeks. 


The wide interest in Refrigerated Locker Storage is strengthened by 


the needs of midsummer weather. 


Here are TWO HOT SUBJECTS for TWO HOT MONTHS. They 
both pose plenty of problems for those who sell, install, or service the 
equipment. They both offer plenty of profit for those who know the business. 


Two books on Soda Fountain Refrigeration published during the past 
year are designed to help the service man in handling service work on 
the various types of refrigerated soda fountain installations which blanket 
the country from the metropolitan centers to the country cross roads. 


These Soda Fountain Manuals, which are described fully below, were 
written by Arch Black and Dean C. Seitz, well-known executives in the 


commercial refrigeration field. 


The books are up-to-date and written for 


use by men who are called on to service the equipment. 


Another useful book added to the Refrigeration Library within the 
past seven months is Refrigerated Locker Storage which covers this 
fast-growing field from the design of the plant through plant operation and 


into the subject of frozen foods. 


Locker storage plants are being planned and built throughout the 
country. This book will acquaint you with the problems of this phase of 
refrigeration and helps give you the pattern for successful locker installations 
and plant operation. The contents of the book are given below. 


These books can be purchased for $1 each. 


Use coupon below. 


THE REFRIGERATION LIBRARY 


SODA FOUNTAIN | 
REFRIGERATION | 


INSTALLATION AND 
SERVICE METHODS 


will want. 


KUSINESS NEWS PUBLISHING CO 
Vublbabers ef AIR CONDITIONING & 
REFRIGERATION NEWS Detroit, USA 


Manual SF-1 Contents: Chapter 1— 
Development of Mechanically Refrig- 
erated Equipment. Chapter 2—‘‘Two- 
Boiler’ Creamer Unit. Chapter 3— 
“Thermo-Syphon” System. Chapter 
4—“Three-Boiler” Soda Fountain. 
Chapter 5—Cooling System for Jar 
Enclosures. Chapter 6—Liquid Car- 
bonic Fountains. Chapter 7—Russ 
Soda Fountain System. Chapter 8— 
Analysis of Service Complaints on 
Direct Expansion Fountains. 104 
pages. Price $1.00. 


SODA FOUNTAIN 
REFRIGERATION 


By Arch Black and Dean C. Seitz 


A set of two new manuals that every service man 
Installation and service instructions on 
mechanically refrigerated soda fountains. 


Manual SF-2 Contents: Chapter 
9—Bastian-Blessing Fountain with 
Frigidaire Water Cooler. Chapter 
10—Service Complaints and Remedies 
on Instantaneous Coolers. Chapter 
11—Brunswick Fountain with Temp- 
rite Instantaneous Cooler. Chapter 
12—Accessory Fixtures Multiplexed 
to Soda Fountains. Chapter 13— 
Condensing Unit Sizes—Basic Calcu- 
lation Principles. Chapter 14— 
Carbonator Construction, Operation, 
Service Problems. 96 pages. $1.00. 


THE REFRIGERATION LIBRARY 


REFRIGERATED 
LOCKER STORAGE 


A MODERN METHOD OF 
FOOD PRESERVATION 


BUSINESS NEWS PUBLISHING CO 
Publishers of AIR CONDITIONING @ 
REP RIGERALION NEWS. Detrot, USA 


Chapter 1—Wide Scope of Locker 
Storage. Facilities for locker plant 
success. Frosted foods. 


Chapter 2—Plant Design and Con- 
struction. Diagrams of plant layouts, 
cost figures, and building specifica- 
tions. 


Chapter 3—Engineering and Equip- 
ment. Heat load calculations for 
chill, freezer, and locker rooms. 
Condensing units, compressors, and 
refrigeration requirements. 


Chapter 4—Operation and Develop- 
ment. Operators’ methods of plant 


Business News Publishing Co. 
5229 Cass Ave., Detroit, Mich. 


REFRIGERATED 
LOCKER STORAGE 


Edited by Phil B. Redeker 


Locker storage plant construction, engineering, and 
merchandising methods being used by experienced 
operators in storing meats, fruits, and vegetables. 


management. Processing charges. 
Income and operating costs. Butch- 
ering. 


Chapter 5—Merchandising ~ and 
Promotion. Market prospects and 
sales methods. Rules for guidance 
of patrons. 

Chapter 6—Frozen Fruits and 


Vegetables. Tables on packing fruits 
and vegetables. Quick-freezing meth- 
ods. 


This book, Manual No. LS-l, 
contains 112 pages. Price $1.00. 
_. POPS eee eens eee 1940 


Gentlemen—Please ship the following books: 


[] Manual SF-1 
[] Enclosed find check. 
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[] Manual FS-2 
[] Ship C.0.D. and | will pay the postman. 


[] Manual LS-1. 
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Mechanical Cooling of Trucks Gains Momentum 


Carrier Offers 2 Units 
With Both Automatic 
And Manual Control 


SYRACUSE, N. Y.—Carrier Corp. 
is now producing two truck refrig- 
eration units of the air cooled type 
in which the compressor is direct- 
connected to a gasoline engine which 
may be automatically controlled by 
means of a thermostat or manually 
controlled by a push button. 

The smaller of these two units 
uses a Carrier model 7G2 compres- 


‘sor, and the larger uses a 7K3 


compressor. Speeds of these units 
range from 1,000 to 1,800 r.p.m. 
Engine used on both models is 
a 4-cylinder, water-cooled, 4-cycle 
Waukesha engine, which is equipped 
with a 12-volt generator and start- 
ing motor. A fly ball governor, oil 
bath air cleaner, gear-driven cen- 


trifugal water circulating pump, 
Zenith carburetor, oil circulating 
pump, 12-volt ignition -coil and 


distributor, and a fuel pump are 
provided as standard equipment. 

Engine and compressor are held 
in permanently accurate alignment 
by means of an aluminum Bell 
housing which is bored to a pilot 
fit over the extended seal flange on 
the compressor housing. <A similar 
fit is provided on the engine. 


FLEXIBLE CONNECTION 


The shaft of the engine is direct 
connected to that of the compressor 
by means of a Thomas flexible 
coupling. This coupling consists of 
two sets of laminated steel discs 
with a _ spider mounted between. 
This coupling is flexible for taking 
up angular or parallel misalignment, 
but is rigid torsionally. 

It is claimed that by the use of 
this type of coupling, all undesirable 
back lash which might result from 
the pulsating compressor load and 
the pulsating power output of the 
engine is eliminated. 

Condenser fan is mounted directly 
on the front and shaft extension of 
the engine. The condenser used is 
the same as that used on the 7K3 
standard air-cooled condensing unit, 
but has incorporated in it a radiator 
for cooling the gasoline engine. 

The engine may be started and 
stopped automatically by means of 
a thermostat, or pressure control, or 
it may be started by means of a 
push button. Starting equipment for 
engine is similar to that used in 
those automobiles where the engine 
is started by simply turning on the 
ignition switch. The engine is 
equipped with an automatic choke 
which governs the position of the 
choke according to exhaust manifold 
temperature. 

The choke also has incorporated 
in it a magnetic coil, which is 
energized when the starting circuit 
is closed. 


‘STARTIX’ SYSTEM 


Remainder of the starting system 
for the engine, known as the Startix 
System, consists of the Startix itself, 
the main starting switch in the 
system, which is a magnetic switch 
energized from the ignition circuit. 
There is also a cranking time limiter 
which limits the cranking time to a 
pre-determined period, which is 
usually about 25 to 30 seconds. If 
the engine fails to start in that 
period of cranking a contact is 
made on a warning signal. 

Another protective device used in 
the starting system is the automatic 
circuit controller. This device, which 
is connected to the engine intake 
manifold, protects the starting sys- 
tem against backward rotation of 
the engine through the variation in 
manifold pressure, which results 
therefrom. 

Since the voltage generated by 
the generator is instrumental in 
disconnecting the starter circuit 
when the engine starts, it is essential 
to provide a protective instrument 
in case of generator failure. For 
this purpose a vacuum diaphragm 
control unit is provided. 

Automatic control may be obtained 
merely by connecting a pressure 
control or a _ thermostatic control 
instrument in the ignition circuit. 

Engine and compressor units are 
mounted separately from the con- 
denser and radiator. The condensing 
unit may be supported from the 
underside of the truck body or 
trailer body, where sufficient’ head 


Compressor and Engine Unit 


This new Carrier truck refrigeration unit is powered by a 4-cylinder 
gasoline engine connected directly to the compressor by a flexible coupling. 


room is available but where the 
floor of the vehicle is dropped below 
the top of the wheels it may be 
necessary to provide a space within 
the truck body but separated from 
it by insulated partitions. 

Liquid receivers supplied with 
these units are 6 inches in diameter 
by 19 inches high, arranged for 
vertical mounting, separate from the 
condensing unit. In this way, the 
receiver may be mounted in any 
convenient location. The receiver 
is equipped with liquid level test 
cocks for convenience in _ deter- 
mining the amount of liquid charge 
in the system. 

Evaporators used in conjunction 


with the condensing units may con- 
sist of cold plates, or cold diffusers, 
Carrier states. If a cold diffuser is 
used, Carrier recommends an instal- 
lation without a casing, that is a 
cooling coil with fan section, both of 
these parts to be installed in an 
enclosure to be incorporated in the 
truck body. 

The cooling coil is of the plate 
type with fins spaced % of an inch 
apart. This wide fin spacing is 
provided to permit operation for a 
considerable period of time, without 
the necessity of defrosting where it 
is desired to operate at temperatures 
close to, or below the defrosting 
point. 


‘Thermo-King’ Truck Refrigeration System Has 
‘Packaged’ Unit, Ducts For Air Distribution 


MINNEAPOLIS — An _ automatic 
mechanical refrigeration unit for use 
in motor transport work has been 
placed on the market by the U. S. 
Thermo Control Co. here. Known as 
the ‘“Thermo-King” the device is 
powered by a 4-cylinder gasoline 
engine. 

A methyl chloride refrigeration 
unit cools a series of Thermek coils. 
Air passed over these coils by a 
centrifugal blower is reduced to 0° 
F. and then returned to the truck 
through a small duct system. Ca- 
pacity of the equipment is 26,000 
B.t.u. per hour. 

All parts except the ductwork are 


“packaged” in a container 72 inches 
long, 29 inches wide, and 26 inches 
high, which is mounted below the 
frame on one side of the trailer. 
Ductwork is said to take up less 
than 1% of the payload space. 

Users of the truck refrigeration 
unit claim that for a 500-mile round 
trip, the cost of cooling by dry ice 
would be approximately $6 and using 
the gasoline operated mechanical 
unit would reduce this amount to 
about $1.60. 

Thermo-King units are now being 
used by the Werner Transportation 
Co. and the Glendenning Co. in the 
operation of refrigerated trucks. 


‘Air-Cooled’ Truck 


Pie 
TAY 


On the left side of this refrigerated truck body are the ducts through 
which chilled air is delivered from a refrigeration unit produced by 
U. S. Thermo Control Co. 
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Control Methods For 


Float Switch and Accessory Valves 


Installation Procedure For This Control Is Outlined 


Flooded Evaporators 


Editor’s Note: This is the second part of an article by Mr. 
Dube describing various methods of refrigerant control for flooded 
systems, and the proper application of each method. The conclud- 
ing instalment will be published in a future issue of the NEws. 


By J. E. Dube, 


instead of using a_ gradually 
operating, throttling, low pressure 
float valve, it may prove advan- 
tageous with flooded systems to use 
a float switch, magnetic liquid stop 
valve, and hand expansion valve 
combination as illustrated in Fig. 3. 

Just like the low pressure float 
valve, the float switch is connected 
to the evaporator in such a manner 
that the liquid level within the 
float chamber corresponds to the 
level within the evaporator. 

As the float ball is lowered with 
falling liquid level, it actuates the 
switch which closes the electrical 
circuit of the magnetic valve thus 
opening the valve and admitting 
liquid to the evaporator. The reverse 
is true with rising liquid level when 
the switch opens the electric circuit 
thus closing the valve and _ inter- 
rupting the liquid flow into the 
evaporator. 

A hand expansion valve should be 
provided between the magnetic valve 
and the evaporator. Since’ the 
magnetic valve is either fully open 
or fully closed, the hand expansion 
valve provides a means of regulating 
the rate of flow of the refrigerant 
into the flooded unit. 

Use of the hand expansion valve 
also protects the seat of the mag- 


Send for your 
COPY OF 


“FIN COIL 
ENGINEERING” 
liaise. 


REM co. 
342 N, SACRAMENTO BLVD., CHICAGO, ILL. 


Hardy-MAYFLOWER 


are a sure guarantee 
of satisfaction 


Hardy Manufacturing Co., Inc. 
126 Davis Ave., Dayton, O. 


BUNDY TUBING 


Copper-Brazed Steel. Cop- 


per Coated Inside and 
Out. Sizes: 's" to %” O.D. 


BUNDY TUBING CO., DETROIT 


Condensing Units for every 
commercial refrigeration 
and air conditioning re- 
quirement .. . Also 
packaged air conditioners. 


CURTIS 


REFRIGERATION 


Curtis Refrigerating Machine Co. 


Division of Curtis Manufacturing Co. 
1912 Kienlen Ave., St. Louis, Mo. 


Established 
1854 


Alco Valve Co. 


netic valve against the erosion which 
would result if the expansion of the 
refrigerant were to take place in the 
magnetic valve. 

The frequency of operation of the 
float switch and magnetic valve is 
obviously controlled by the adjust- 
ment of the hand expansion valve. 
Generally speaking for smooth opera- 
tion, the hand expansion valve should 
be throttled sufficiently to require 
the magnetic valve to be open at 
full load at least a total of 45 
minutes out of every hour. The 
magnetic valve will remain closed 
longer if the hand expansion valve 
is opened wider and vice versa. 

By adjusting the hand expansion 
valve properly, it is a simple matter 
indeed to balance a system properly 
once and for all. Only in rare cases 
does it become desirable to readjust 
the hand expansion valve setting in 
order to allow for very unusual load 
changes. 


DIFFERENTIAL NEEDED 


Unlike the low pressure float 
valve, which maintains a constant 
evaporator level at a given load, the 
float switch requires a certain level 
differential for operation. This 
change of liquid level within the 
evaporator actually causes a slight 
fluctuation of suction pressure. 


It is a well known fact that the 
lowering of pressure upon a mixture 
of “Freon” and oil will cause a 
partial separation of these two sub- 
stances, the oil leaving the ‘Freon” 
in the form of froth. It has been 
established by actual experience that 
the suction pressure fluctuations 
caused by the float switch level 
differential bring about an abundance 
of froth formation in a _ flooded 
“Freon” evaporator, thus insuring 
excellent oil return without the 
danger of flooding back. 

Still another outstanding advan- 
tage of this control system is the 


positive liquid shut-off during off 
periods. The shut-off valve will re- 
main tight, since it is not subjected 
to wear by high pressure drops and 
throttling across the valve seat. 
Throttling and shut off are accom- 
plished by two different valves. 


WHEN USED IN MULTIPLE 


Float switches are applicable to 
any type of flooded low side and may 
be used singly or in multiple as 
desired. When used in multiple, each 
evaporator must have its own float 
switch to maintain the refrigerant 
level therein. The levels of the 
different evaporators need not be the 
same. 


By the use of proper pressure or 
temperature controls, any system 
containing a float switch may be 
arranged for complete automatic 
operation. 


When applied to a shell-and-tube 
cooler, as illustrated in Fig. 3, the 
float switch is wired in series with 
the magnetic liquid stop valve. A 
thermostat, having its responsive 
element in contact with the liquid 
being cooled, is wired in series with 
a magnetic suction stop valve. 


When the refrigerant in the shell 
falls below the desired level, the float 
switch closes the electric circuit to 
the magnetic liquid stop valve, thus 
opening the valve and permitting a 
flow of liquid refrigerant through 
the hand expansion valve. 

The hand expansion valve, in turn, 
governs the rate of this flow. When 
the brine, or other’ refrigerated 
liquid, reaches the desired tempera- 
ture, the thermostat closes’_ the 
magnetic suction stop valve and 
refrigeration ceases. 


FUNCTION OF SEPARATOR 


The elevated separator, shown in 
Fig. 3, is a type of surge drum used 
to prevent the return of liquid 
refrigerant to the compressor and to 
return accumulated liquid to the 
flooded shell. The suction line must 
be connected at the top of the 
separator. 


The liquid connection on the bottom 
of the float switch should always be 
full size to insure quick response 
to level changes. For smooth opera- 
tion of the switch, it is highly desir- 
able to insulate this liquid connection 
in order to prevent evaporation of 
liquid refrigerant therein. 

The vent opening on top of the 
float chamber of the switch should 
be connected to the evaporator at a 
point above the liquid level in order 
to prevent the float from becoming 
gas bound. 


Fig. 3—Hookup Where Float Switch Is Used 


Se ee 
| wiper || 
| STOP VALVE — | | HERMOSTAT 
| SEPARATOR & —Jt 
! | ACCUMULATOR _L 
SWITCH - 
= “Tl “FILTER 
= LIQUID LEVEL 
| | EXPANSION | 
im | VALVE EF 
FILTER MAGNETIC LIQUID WATER LINES 


TOP VALVE 


Showing the position in the system of the float switch, stop valves, 
hand expansion valve, and the separator and accumulator. 
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obber about 


ORDER FROM US AND 
SAVE MONEY. 


Send for our big catalog 

of accessories, and service 

parts. Please use your 
letterhead. 


Size 13” x 844” x 44” 
Dozen Lots 


Less $ 98 
2% OP wacccccce Net 


Size 15” x 9142” x 44” 


A Real 

“Buy” on Dozen Lots ...... $7.64 
Kiln-run Less $ 49 
Crispers Bee OF wiscscan Net 


NEWYORK — NE 
BROOKLYN _—iODEE 
BRONX — CLEV 
JAMAICA ST. LOUIS 


THE HARRY ALTER CO. 


1728 S. MICHIGAN AVENUE, CHICAGO, ILLINOIS _ 
3 CHICAGO BRANCHES, NORTH, WEST, SOUTH 


The Crispeteria is open OPEN for. compelling, 
attention-getting display of produce . OPEN for 
customers loaded down with purchases, who can't 
open bulky doors OPEN for easy handling and 
selection . . . OPEN FOR BUSINESS! OPEN so 
that grocers are eager to install one. OPEN a new 
field for profits by selling the Crispeteria. 


REFRIGERATORS 


NORTH KANSAS CITY, MO. 


Write today for details and open territories. 


Fan Blades and Blower Wheels 


Liquidation Plan Ready 
For Isbell-Porter Co. 


NEWARK, N. J. — Directors of 
Isbell-Porter Co., refrigeration equip- 
ment manufacturer at 46 Bridge St., 
this city, were appointed June 11 
by Vice Chancellor John O. Bigelow 
as trustees to liquidate the company. 
They are Seward De Hart, George 
P. Richardson, James A. Williamson, 
Albert G. Avery, and Harold E. 
Lippincott. 


Application for a _ receiver had 
been made. It was alleged that 
Isbell-Porter Co. suspended business 
two months ago. Its liabilities were 
said to include $15,000 in city taxes 
and $3,000 to creditors. Machinery 
listed at $2,500 was said to com- 
prise the assets. 
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SAVE TIME and make more money 
—by replacing worn-out refrigerator 
controls with °perfect-fitting Ranco ; 
Exact Replacements. r 


Ask your Ranco jobber. 
Ranco Inc., Columbus, Ohio, U.S.A. 
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B. F. Goodrich Rubber Goods 
Described In New Catalog 


AKRON, Ohio—‘Mechanical Rub- 
ber Goods” is the title of a new 
catalog recently issued by _ the 
B. F. Goodrich Co. It contains in- 
formation describing the company’s 
line of belting, hose, packing, 
vibration dampeners, mats, tape, 
rubber finishes, and joint fillers. 


SPECIAL OFFER $1850) 
SERVEL Model 


4 cylinder compressor! New, in original eee 


crates, ideal replacement unit! Complete wit 
%4” SAE intake and 1%” discharge valves and 
flywheel. Bore 1%, Stroke 1%. 

Price in lots 1 to 5 $20.50 

Price in lots 5 to 10 19.50 

Price in lots 10 to 25 18.50 


For 1/2 and 3/4 H. P. Commercial Units. 
Ideal Replacement Compressor. 


NATIONAL ELECTRIC TOOL CO. 


1915 8. State (Ref. Division), Chicago, Il. 


MAKE BIGGER PROFITS 


TYLER full line a. = and distributors Fog 
setting new records for sales and _ profits. 
Tyler's big line enables you to completely 
outfit modern food stores and opens up 
hundreds of live prospects in other fields. 
Famous Welded Steel censtruction. Phenomenal 
values. Display cases . . . Reach-Ins . . 

Walk-Ins . . . Vegetable Displays . . . and 
special type refrigerators to fit all needs. 
Every one a super value. Write for details. 


TYLER FIXTURE CORP., Dept.€E, Niles,Mich.. 
New York Office. GOI W 26th St 
Boston Office: 683 Beacon St. Chicago Office. 1663 W. Ogden Ave. 


tn 4 


SERVEL MODEL 
4 cylinder 1% x 13, 


10 per cent 


greater glass REACH-IN BOXES~- 
area. 


40% greater capacity. 


ers with exciu- 
sive features. 


DIGELER AICYLINDER 
CONDENSING UNITS 


For Design, Construction and Service the most 
is offered by DICELER. You'll find it worth 
your while to get all the facts about DICELER 
compressors in both air and water cooled models 
from 4 H.P. to 30 H.P. Write for the DICELER 
catalogue and learn how you can gain greater 
sales and increased profits. 


THE CONDENSING UNIT LINE WITH EXCLUSIVE FEATURES 


DEISSLER MACHINE COMPANY Greenville, Pa. 


Export Dept., 100 Varick Street, New York. 
PIONEER OF FOUR CYLINDER REFRIGERATION 


AIR-COOLED 


Te a 


FOR PRESSURE CONTROL UP TO 1 re 


MINNEAPOLIS-HONEYWELL 


MINNEAPOLIS HOMEY WELL REGULATOR COMPA RE ERATI a 


For both domestic and 
business use 


Puro electric water coolers are avail- 
able in all sizes for all purposes... 
homes, offices, industrial. Puro dealers 
can...anddo... uRe money. Write 


wit R 
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ELECTRIC WATER COOLERS 


Puro Filter Corp. of America, 440 Lafayette St., New York. 


R 
4 ig W SPAULDING AVE: 
CHICAGO, Wt 


START WHEN MUZZARELLI 
PROFITS” ‘cooLers — 2° 2 


THE JOB 
BIG Complete COOLER LINE 


SOLD COMPLETE or with all 
equipment less the 
KELVINATOR UNIT 


DISTRIBUTORS 
Write for 


FREE CATALOG 


E. B. MUZZARELLI & as 
_  A3344-46 Main St. _ 
‘Kansas City - Missouri © 
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appliance fields. 


Chilled Water on Tap 


The “Koolerkoil” installed in a 
standard electric refrigerator. 


Here’s the lineup of parts com- 
prising the water-cooling system. 
* * * 


Water-Cooling System 
Fits on Refrigerator 


MIAMI, Fla. — The ‘Koolerkoil 
water cooler,” an attachment to 
provide running chilled water direct 
from a household electric refrigera- 
tor, is being manufactured and mer- 
chandised by the Coolex Corp. of 
this city. 

The “Koolerkoil’” itself is made of 
hard drawn seamless copper tubing 
with silver soldered joints, and is 
designed to fit under the refrigera- 
tor shelf which is directly beneath 
the evaporator. 

A line from the cooling coil is 
carried through a hole in the side 
of the refrigerator cabinet to a 
swing faucet fastened on the side of 
the cabinet. The faucet is of bronze, 
vacuum type, and is chrome plated. 

A cutoff valve is provided with 
each unit which goes immediately 
behind the refrigerator and is used 
when the refrigerator is moved. 


Cutler-Hammer Changes 
Multi-Breaker Case 


MILWAUKEE—A change in the 
case construction as used with its 
type MB wmulti-breaker assemblies 
has been announced by Cutler-Ham- 
mer, Inc. The device now has an 
insulated groundable neutral, combin- 
ing the construction of the insulated 
and grounded neutral. Simply in- 
serting a screw in a tapped hole of 
the insulated neutral bar grounds 
the neutral and the case. 


New Beverage Coolers 
In Carrier Line 


SYRACUSE, N. Y.—Five new dry 
storage beverage coolers having 
forced air circulation are described 
in a specification sheet just released 
by Carrier Corp. The new models 
are built in capacities of from 360 
to 744 bottles. 

The units are equipped with light 
weight service doors having recessed 
handles. These doors slide in stain- 
less steel tracks. 
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What's New 


Descriptions of some of the brand new items for 
the refrigeration and air conditioning, and major 


+ or reer! gt weber 


G-E Capacitor-Motors 


Available Up To 3-hp. 


SCHENECTADY, N. Y.— General 
Electric Co. has announced an exten- 
sion of its line of capacitor-motors 
for refrigeration and air conditioning 
service. This line of motors, which 
previously included ratings from % 
to % hp., has now been extended to 
3 hp., inclusive. 


Small capacitor-motors have been 
used successfully for a number of 
years on domestic refrigerators and 
other appliances. 


Ridgid Threaders Take 
Up To 1'4-Inch Pipe 


ELYRIA, Ohio—Latest additions to 
the “Ridgid” line of pipe tools made 
by the Ridge Tool Co. here are five 
new ratchet and three-way threaders 
for % to 1%-inch pipe. 

Separate sets of semi-high-speed 
tool steel chaser dies are accurately 
cut, easily removed for regrinding, 
the company claims. Electrical con- 
duit dies are furnished at regular die 
prices. 


No special dies are needed for 
threading pipe close to wall, it is 
said. It is only necessary to turn 
dies upside-down and shift to posi- 
tions marked on die-heads. 


A carrier which conveniently holds 
the rachet ring and set of dies is 
supplied with all complete sets at 
no extra cost. 


Flaring-Swedging Tool 
Marketed By Imperial 


One tool, which can be used 
either for flaring or for swedging 


soft copper, aluminum, or brass 
tubing, has been introduced by 
The Imperial Brass Mfg. Co., 
Chicago. 


Operation of this tool is said to be 
similar to the conventional Imperial 
flaring tool. Special adapters are 


provided which be quickly 


can 
attached to adapt the tool for 
swedging. 


The yoke of the tool is of the 
new Imperial ‘slip-on’ type which 
is simply slipped over the top of 
the bar and given ¥% turn to lock 
it in place. It is made of forged 
steel. 


Tool can be used for %g inch, 
% inch, % inch, % inch, % inch, 
and % inch o.d. tubing. Complete 
tool sells for $9.35. 


York’s New Milk Cooler 
Compactly Designed 


YORK, Pa. — A large capacity 
milk cooler, built in a new, compact 
arrangement, has been introduced by 
York Ice Machinery Corp. 


Of the cabinet type, the new 
cooler is practically 100% stainless 
steel, inside and out. 


Milk cooling sections are die- 
stampings, welded and polished, per- 
manently fixed to the ammonia 
headers and spaced for easy cleaning. 
Ammonia leaks are said to be elimi- 
nated with this design. 


The unit has hinged covers all 
around, corrugated cooler sections 
with maximum surface contact, fixed 
ammonia connections, and the entire 
assembly can be quickly and easily 
cleaned. 
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WHERE TO BUY IT 


—— 


SOLD ONLY 
THROUGH DEALERS 


Give Extra Profits— 
Certain Re 


DEPENDABLE COILS 
with ae **FRICTION-GRIP# 
HIGH CONDUCTIVITY BOND 


BETWEEN FIN AND TU 


Rotary Seal Co., Chicago, Ill. 


TRADE MARK 


100° 
Display 


MIDWEST 
MFG. COMPANY 
Galesburg, Sllinois 


SPORLAN 
ae 


Refrigeration and Air Conditioning 


2732 NA 
cnHicaGo 
Write for catalog 


ACME INDUSTRIES, ine 


JACKSON MICHIGAA 
— AMMON/IA 
FINNED COLLS 


CAMPBELL REFRIGERATOR CO. 
Milwaukee, Wis. 

Dealers Wanted for Midwestern and 
Southern States 


WRITE FOR OUR CATALOG 


for Better Coolers 
Dealers and distributors 


write for particulars © 


UNITED REFRIGERATOR | MFG., 


1380 UNIVERSITY AV PAUL ING. 


Water Coolers — Filters 
Cafeteria — Industrial 


Commercial Remote 
Surge Tanks Pipe Coils 


[ Filtrine Mfg. Co., Brooklyn, N.Y. 


Model 153 
Water-cooled 
Machine 
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Scranton R.S.E.S. Meet 
Has Illustrated Talk 


SCRANTON, Pa.— An illustrated 
lecture by representatives of Detroit 
Lubricator Co. was featured at a 
recent joint meeting of the Scranton 
and Wilkes Barre R.S.E.S. chapters 
heid here. 


—_— 


For Information on on Motors 


Air Pc: 0 and 
Refrigeration Equipment 


éner Electric Corporati ion 


Re BeyMOurH AVE ST LOUIS, MO 


ADD TO YOUR PRODUCT 
THE REPUTATION OF 


ie Write for Catalog 
NN ELECTRIC SWITCH CO. 


GOSHEN, INDIANA 


“FREEZING OVEN” 


Self Defrosting Unit Cooler 
For Freezing Temperatures 


-TRENTON CO. 


TRENTON, N. J. 


Food Storage Lockers 
Is Our Only Business 
All our energy is devoted to the development 
and production of lockers. Write for particulars. 
Master Refrigerated Locker Systems, Inc. 
121 Main St. Sioux City, lowa 
149,500 Masterbuilt Lockers in Use 


Sells Faster Because 
It Cools Faster! — 


IDEAL SPEED COOLER 


Ideal Beer Cooler Co. 
2953 Easton Ave., St. Louis, Mo. 


A New Improved Dehydrator 
on the Market Soon 
Look for Our Announcement 


MUELLER BRASS CO. 


Port Huron, Mich. 


The Most Accurate Control 
Valve for Small 
Capacity Systems 


The ‘‘TK’’ Thermo Valve 


Alco Valve Co., St. Louis, Mo: 


Single and twin cylinder units. \ 
ngineered and manufactured 
to highest standards. Write” 


GALE PRODUCTS 
1635 M th, Galesburg, Ill. 


V. BELTS. ; 


Silent, vibrationless; de- 
pendable, long- lasting. C3 
Powerful grip prevents — 
slippage. A nearby dis- 
tributor carries a com- — 
plete stock for appliances — 

and machines. . 


THE DAYTON RUBBER 
« MFG. CO., DAYTON; OHIO” 
“wor Largest Manuf s 


a, Si stostaries 60. 
= Pittsburgh, Pa. 


Use CHICAGO SEALS 


for seal replacements 


# CHICAGO SEAL CO. 
——_ 20 North Wacker Dr., Chicago 


‘Responsibility Chart’ Gives Service Co. 
Insurance Against Delays and Slip-ups 


Editor’s Note: This is the last of a series of articles on the 
operation of Bonded Refrigeration Service Associates, Youngstown, 
Ohio service firm, and explains how each member of the firm 
has been made responsible for certain specific duties to minimize 
mistakes of administration and performance in every phase of this 


profit-sharing organization. 


Previous articles dealt with sale of 


replacement equipment (May 22 issue), layout of the shop (June 
5 issue), and special, home-built shop equipment (June 12 issue). 


By Robert M. Price 


YOUNGSTOWN, Ohio—To keep 
accurate check of all service and 
sales operations, Bonded Refrigera- 
tion Service Associates has devised 
a “responsibility chart’ which de- 
tails specific duties to each member 
of the organization. 

Topping the responsibility chart is 
E. S. Wright. Heads of the various 
departments report directly to Mr. 
Wright. Mr. Wright’s specific duties 
include shop development and shop 
production, advertising, customer 
goodwill calls, personal sales, finan- 
cial and purchasing, special service 
engineering, national manufacturers 
contract and relations, obtaining and 
imparting service information to the 
organization, the development of 
new products, and the design and 
layout of special jobs. 

C. M. Campbell, general manager, 
is in charge of office control, sales 
engineering, collections, and pay- 
ments. In the office a man is 
detailed to receive service calls, and 
to do the bookkeeping, billing, typing, 
and filing. 

Shop and contract manager is 
I. M. Richmond. He has _ direct 
charge of shop development and 
shop production, maintenance and 
warranty contract sales, ammonia 
maintenance, general service and 
installation, and relief service. 

Managing service is E. H. Grocott. 
Mr. Grocott has charge of service 
on installations, maintenance con- 
tracts, service troubleshooting, and 
personal sales. Working under Mr. 
Grocott is L. H. Snell who works 
on maintenance, checkups, installa- 
tion, and general service. In this 
same department, serviceman Cos- 
tello does general shop and installa- 
tion work. Vince Stille has charge 
of shop records and tools, and does 
general shop work. 


WORKBOARD ROUTES CALLS 


With each member of the organi- 
zation responsible for certain specific 
duties, the chance of slip-up is 
minimized, Mr. Wright’ explains. 
To route the actual work, a daily 
“workboard” has been devised. This 
board is 10 feet long and 4 feet 
high. Numbers on the board run 
from one to 31, covering the days 
of the month. The months run down 
the left side of the board. 

On each of these spaces is a 
hook and on each hook is a card 
covering the various contracts carried 
by the firm. Thus, the entire year’s 
contract work is routined. It is 
then possible for the service manager 
to refer to the board and find out 
what work is scheduled for any 
particular month, week, or day so 
that he can schedule the work. 

Three colors of tickets are used 
on the board. White tickets indi- 
cate routine service calls and inspec- 
tions. Blue tickets indicate national 
user accounts. The firm has about 
twelve of these accounts at the 
present time. Red tickets are used 
to indicate installations. These cover 
national users and equipment sold by 
the firm. If a company indicates 
a certain date for installation, it is 
entered on a red tag and placed on 
the hook for the installation date. 

If there is any special equipment 
to be built, the orders are sent to 
the shop together with the notation 
of the specified delivery date. Such 
special work includes the construc- 
tion of special refrigerated display 
cases, plates for use in bottle boxes, 
ductwork, and other special jobs. 
The shop, equipped with a _ sheet 
metal brake, shear, lathe, and other 
necessary machinery, enables the 
firm to handle such special jobs. 
Reconditioning work on household 
refrigerator cabinets is also done. 

The workboard thus enables the 
heads of the different departments 
to learn in advance what work is 
scheduled and to make any necessary 
changes in their routine to make 
the system flexible enough to handle 
emergencies which may arise. When 
too much work piles up on any 


particular day, an effort is made to 
split this work over several days, 
if possible, to relieve the tension 
and allow more time to handle 
emergencies and to contact new 
accounts. 

As an important part of the 
firm’s service operation is_ service 
on a yearly contract basis, it was 
necessary to systemize the servicing 
of these accounts. 


“When we first started our con- 
tract business several years ago,” 
Mr. Wright reports, “we did have 
quite a few emergency calls from 
customers during the first year. 
However, as we got into the second, 
third, and fourth year, these calls 
have practically ceased and _ the 
only time we see these customers is 
when we make our routine service 
inspections. This is because we were 
successful in getting the machinery 
in shape, and by keeping it in such 
shape that it has not required a lot 
of emergency service.” 


REGIONAL SERVICE 


At the present time the firm is 
working on a plan for manufacturer’s 
regional service. The plan calls for 
servicing in an area of several 
states. The firm intends to appoint 
a number of service companies in 
this area and to supervise installation 
and maintenance. 

“Many manufacturers,” says Mr. 
Wright, “are maintaining regional 
service managers at a great expense 
whose time could be put to better 
advantage and who possibly do not 


have enough installations in a 
certain territory to justify the 
expense.” 


Mr. Wright goes on to explain that 
his firm has men qualified to operate 
in such a regional service operation. 
“Of course,’ he says, “our policy 
in each instance where a manufac- 
turer contracts with us is to see 
that our men are thoroughly quali- 
fied by going to their plants and 
spending whatever time is necessary 
to absorb the knowledge. This 
information is then transferred to 
the members of our organization 
through periodical meetings and con- 
stant study of service manuals.” 

The firm also plans to purchase 
a trailer and arrange it so the differ- 
ent manufacturers’ models which 
would ordinarily require shipment 
around a territory can be transported 
to various points where the service 
companies under contract to Bonded 
Refrigeration Service Associates can 
be given the necessary field training. 


PROFIT-SHARING PROGRAM 


Working as a profit-sharing or- 
ganization has materially benefited 
the company, Mr. Wright says. 
While more than 50% of the com- 
pany is owned and controlled by one 
individual, the key members in the 
responsibility setup divide up 50% 
of the profits with a bonus being 
paid to other members of the organi- 
zation. Each member of the firm 
thus has a definite incentive to 
“pull his own weight in the boat,” 
says Mr. Wright. 

No important decisions in regard 
to change of policy, merchandise 
charges, methods of operation, 
changes of personnel, or other mat- 
ters which enter into the daily 
routine of business are made without 
the entire proposition being dis- 
cussed in an evening meeting. 

“We know,” says Mr. Wright, 
“that the secret of an organization 
working together is absolute confi- 
dence in each other. If some mem- 
ber of our organization is not doing 
his part, we feel that the reason 
may be due to something of which 
he is not aware, and we can prob- 
ably help him. Whatever the diffi- 
culty may be, health or finances, we 
try to get it straightened out. I do 
not mean that it is always lovely 
sailing. We make mistakes, but 
we pay for our mistakes and 
profit thereby.” 


WAL IN 


Share the added + enjoyed by dealers everywhere. 
Sell the Industry’s 
Wall Humi- a There’s no better way of winning new 
customers and kee 


YOU CAN COMPLETELY EQUIP 
MODERN — STORES 


They can be equipped from A to Z with 
Sherer’s flexible line. It’s designed to meet today’s food 
merchandising problems. Sell refrigerators and compres- 
sors on one contract. Write for catalog and complete 
details. 


SHERER-GILLETT COMPANY » MARSHALL, MICH. 


Manufacturers of Refrigerated Display and Storage Equipment. 


To be tight is a distinct virtue in a brass fitting for 
refrigeration purposes, no matter what other meaning 
may inure to the word in convivial or penurious society. 


The slogan “Built Right to Stay Tight” has been 
continuously used by Commonwealth ever since its 
adoption in 1913, and during the years that have elapsed 
the corporation’s policy of making tight fittings has 
never wavered. 


wh Aitdit 


Fittings must be made of seepage-proof brass, they 
must have accurate threads and seats and also, must 
have full openings and correct functional design. 


Commonwealth fittings, the “Built Right to Stay Tight” 
brand, are made in every conceivable standard pattern, 
as well as in hundreds of semi-standard and special 
shapes. Any combination of pipe and tube ends available. 


Send for Catalog No. 38. 
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Li! Detroit, Mich. 


WALL HUMI-TEMP UNITS 


leading forced convection unit—the 


ping old and new satisfied. 
See your jobber or write direct to 


LARKIN COILS, INC. 


519 Fair St, SE. A’ TLAMTA, GA. 
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With correct engineering the ratio of weight to refrigerating capacity 
is minimum. Compare the weight of Chieftain per horse power with 
other leading makes. 


Only the leaders dare to be different. 


TECUMSEH PRODUCTS CO., TECUMSEH, MICH. 


Canadian distributor: Refrigeration Supplies Co., Ltd., London, Ontario 


No. 881 
AMINCO Constant Pressure Valve 


two temperature automatic valve, with built-in check. 
ee for controlling the warmer coils in multiple systems. 
Shuts off tight. The two-temperature valve keeps walk-in 
boxes at constant temperature avoiding low pull-down. 
Adjustable between 20 in. vacuum and 40 Ib. pressure. 
Maintain coil pressure within a 2 Ib. differential. 


AMERICAN INJECTOR CO. 


1481-1491 aiienth Avenue DETROIT, MICHIGAN 
Pacific Coast—Van D. Clothier, 1015 E. 16th, Los Angeles, Calif. 
Export: Borg-Warner International Corp., 310 8. Michigan Ave., Chicago, IL 


REACH-IN fp hl 


Widest variety of models and _ sizes. 
Capacities from 20 to 70 cu. ft. for 
self contained oor remote application. 
Many optional door arrangements at no 
extra cost. 


Genuine porcelain interior and exterior. 
All one-quality heavy duty equipment. 
Prices based on volume . production. 


ARE YOU GETTING SLOW DELIVERY? 
POGEL WILL SOLVE YOUR PROBLEM. 


Air Conditioned b 
FPogel “Kool Breez” 


INQUIRE TODAY! - 
FO G E e REFRIGERATOR COMPANY o gree 
I6‘' & Vine Sts.,Phila., Pa. 1899 
i re Fi rs arn ee Pe Ne Rigi up, sei 
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AIR CONDITIONING & REFRIGERATION NEWS, JULY 3, 1940 


CLASSIFIED 
ADVERTISING 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words, four cents each. Three 
consecutive insertions, $5.00, additional 
words ten cents each. 

PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing & Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


SALESMEN WANTED 


SALESMAN TO sell refrigerator display 
cases, walk-in coolers, reach-in refriger- 
ators, refrigerating units to meat markets, 
grocers, taverns and other businesses. 
Many good territories open in every 
state. When answering give full infor- 
mation of your past selling experience. 
EHRLICH REFRIGERATOR MFG. CO., 
Dept A., St. Joseph, Mo. 


FRANCHISES AVAILABLE 


SEND FOR PRICES and literature on 
the General 1940 all streamlined refriger- 
ator display case line. Over 40 years 
experience manufacturing good commer- 
cial refrigerators. On a comparative price 
test with other makes of equal specifica- 
tions, prices are lowest in the country. 
GENERAL REFRIGERATOR & STORE 
FIXTURE CO., 5th & Bainbridge Sts., 
Philadelphia, Pa. 


INVESTIGATE the possibilities for profits 
this season with the new “Magic-Flo” 
Beer Dispensing System. Priced to sell. 
Direct from manufacturer. Inquiries 
from responsible dealers solicited. Write 
for territories available. BEER SYSTEMS 
CORPORATION, 1400 W. 25th Street, 
Cleveland, Ohio, Dept. MF 101. 


EQUIPMENT WANTED 


WE WILL Purchase’ Manufacturers’ 
Jobbers’ Dealers’ surplus equipment. 
We are interested in purchasing an un- 
limited quantity of commercial condens- 
ing units from % hp. to 3 hp. inclusive, 
air and water-cooled for methyl, “Freon,” 
sulphur. Also interested in valves, con- 
trols of all types, strainers, compressors, 
motors all hp. ac, de and all accessories. 
Please send us full particulars on above. 
R & R REFRIGERATION JOBBERS, 
508 Morris Ave., Bronx, N. Y. 


EQUIPMENT FOR SALE 


AIR CONDITIONERS, General Electric 
and Fairbanks Morse. All brand new in 
original crates, beautiful walnut cabinets, 
size about 42 inches long, 41 inches high, 
and 19 inches deep. All AC. 90 Fairbanks 
Morse % ton air cooled, cost about 
$400. Our price $150. 74 General Electric 
1 ton water cooled, cost about $500. Our 
price $175. Also 1 ton General Electric 
highsides $125. G & G GENUINE MAJES- 
TIC REFRIGERATOR AND RADIO 
PARTS SERVICE, 2429 Wabash, Chicago. 


BRAND NEW air cooled High Sides at 
exceptionally low prices. These condens- 
ing units are complete, ready to be 
plugged in. They are made up with all 
new parts; General Electric or Frigidaire 
Compressor, General Electric or Delco 
Motor, heavy duty condenser, heavy base, 
receiver, valves, etc.; charged with Methyl 
or “Freon.” They are available in %-% 
and % H.P. GENERAL REFRIGER- 
ATORS CORPORATION, 518 East 20th 
Street, New York, N. Y. 


REPAIR SERVICE 


FREE HERMETIC CATALOG complete 
with prices on refrigerator units, rebuild- 
ing and exchange service. General Elec- 
tric, Westinghouse, Majestic, Frigidaire 
and a complete stock of Grunow com- 
pressors and parts. Immediate shipment. 
For your copy. specify catalog A. 
SERVICE PARTS COMPANY, 1101-3 
North 24th Avenue, Melrose Park, Illinois. 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
special precision equipment. Supervised 
by graduate engineers. We stress per- 
fection and dependability before price. 
One year guarantee on domestic controls. 
Any bellows operated device repaired. 
HALECTRIC LABORATORY, 1793 Lake- 
view Road, Cleveland, Ohio. 


COMMERCIAL AND DOMESTIC controls 
reconditioned like new at a small cost. 
All work guaranteed for one year. We 
also repair all types of relays with 
same guarantee. UNITED REPAIR 
SERVICE, 342 West 70th St., New York, 
N. Y., TRafalgar 4-2557-8. 


WORLD'S LARGEST rebuilders of re- 
frigeration units. Original, Genuine 
Majestic replacement units and parts for 
refrigerator and _ radio. Rebuilders of 
Majestic, General Electric, Grunow, West- 
inghouse, Coldspot, Servel, Gibson units 
at $25 up with 18 months’ guarantee 
protection bond. 500 units on hand. 
Send for catalog. G & G GENUINE 
MAJESTIC REFRIGERATOR & RADIO 
PARTS SERVICE, 2429 Wabash Ave., 
Chicago. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRE), 
Patent Attorney, 342 Madison Avenue, 
New York City. 


1,449 Sold In Dallas 


DALLAS, Tex.—Sales of domestic 
refrigerators in Dallas in the month 
of April numbered 1,449, with value 
of $260,820, figures furnished by the 
Dallas Power & Light Co. show. 
Radio sales for the month were 1,693, 
valued at $59,225. 
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‘Store Show’ Is MKB 
Fall Campaign Plan 


(Concluded from Page 1, Column 5) 
smaller cards, placed on the range 
itself, call attention to the deep-well 
cooker, broiler, oven, top heating 
units, and automatic timer. 

Other materials will include direct 
mail folders and letterhead stickers, 
and the national magazine advertis- 
ing in McCall’s and Better Homes & 
Gardens magazines will continue 
through the rest of the year. 

Fall electric water heater cam- 
paign will continue to rest on the 
shoulders of Donald Duck, the Walt 
Disney character who was featured 
in the spring drive on this appliance. 


A complete new series of promotional © 


materials will be furnished, built 
around the new motto: “Take it 
Easy with the Luxury of Low Cost 
Electric Water Heating.” 


A special window display contest 
for water heater windows will offer 
cash prizes to successful contestants. 
Photographs of windows to _ be 
entered in the contest are virtually 
the only requirement. An_ essay 
contest for salesmen, on ‘The Tough- 
est Electric Water Heater Sale I 
Ever Made,” will also run through 
the second half-year. 


The News Hears From 
European Subscribers 


(Concluded from Page 1, Column 2) 


I could not find any letter of yours, 
or document, bearing your name at 
home. Such evidences of our former 
most pleasant intellectual intercourses 
are probably stored away in some 
package of papers, and to sort the 
package out, and to dive into it 
would take longer than the occasion 
requires, for I know you will pardon 
me if I have addressed you without 
your proper initials or if I have 
slightly misspelt your name. 


Now I was delighted to see that 
you had not quite forgotten me, and 
I sincerely thank you for the honor 
you do me by remembering me 
through these long and, alas, eventful 
years. I have, then, received the 
copy of the Master Manual in English 
and French. It is very beautifully 
done, and I thank you heartily for 
sending it to me. Naturally, after 
reading it, I passed it on to your 
subscribers, Messrs. (name deleted) 
who were highly interested in _ it, 
they being able to appreciate it 
even more than I for, as you know, 
I am not a mechanical man and my 


interest in such a_ publication is 
limited, perforce, to the _ linguistic 
part of it. 


Messrs. (name deleted) still cherish 
the idea of doing some of your most 
valued publications into Italian (you 
will remember that they have, still 
in shorthand, the Italian translation, 
which I dictated, of the Master 
Manual) but “air conditioning” and 
“refrigeration” seem, almost, to bear 
an ironical meaning in these days in 
which the air is laden with poisonous 
gases and the atmosphere is burning 
with murderous heat and fire. 


Well, well, I suppose the day will 
come when men will know better, 
I suppose. For the moment complete 
mental (one word deleted) has befallen 
them and until the Almighty in His 
Great Wisdom shall see fit to restore 
them the sight which they have lost, 
so utterly and absolutely, I fear that 
“air conditioning” and “refrigeration” 
will continue to provoke a smile on 
the lips of such observers as I am. 

Hoping you are quite well and 
happy and with renewed thanks for 
your great kindness in remembering 
me, believe me to remain, 


(Name on file at News office; will 
be shown on request to anyone but 
Hitler and Mussolini, or their agents.) 


C..T. Financing Open To 
Service ‘Dealers’ Only 


(Concluded from Page 1, Column 4) 
manufacturers and dealers only. 

“In the case of refrigeration serv- 
ice men, we do that only if such 
service man is a regular dealer and 
meets full dealer requirements from 
a credit standpoint.” 

According to the announcement 
made by Refrigeration Service, Inc. 
concerning its arrangement with 
C.1.T., the terms will be a down 
payment of 20% with 6% on the 
unpaid balance and a 10% holdback 
until final payment. Contracts are 
written up to 12 months generally, 
and under special circumstances, to 
18 months. 


—- Ce here, see at 


Washer Shipments Up 
13% During May 


CHICAGO—Factory shipments of 
home laundry equipment units dur- 
ing May exceed those for the same 
month last year by 13% in the case 
of washers and 9% in the case of 
ironers, according to figures released 
by the American Washer & Ironer 
Manufacturer’s Association. 


Washer shipments for May totaled 
118,987; ironer shipments reached 
10,590. 

Shipments of washers for the 
first five months of the year totaled 
665,442, an 8% gain over last year. 
Ironer shipments for the five months 
gained 4% over last year to 
reach 55,178. 

Women continued buying both 
washers and ironers in the upper 
price brackets, and as a result the 
value of washer sales for the first 
five months averaged $72.06, and 
value of ironer sales averaged $68.23. 


Dealers Report Household 
Sales Up 17% In April 


WASHINGTON, D. C.—Household 
appliance dealers in 34 states re- 
porting sales to the Department of 
Commerce showed increases for 
April of 17.1% over the same month 
of 1939. Sales of all retailers report- 
ing in the survey were 5.6% higher 
in April than in the same month 
last year. 

For the first four months of 1940, 
household appliance dealers reported 
sales increases of 12.8%. 


Refrigerator Stars 
In Television Show 


(Concluded from Page 1, Column 3) 
continuously since 1931, will soon 
occupy a new studio situated at the 
summit of a 1,700-foot mountain 
overlooking Hollywood. This is the 
highest accessible point in the 
vicinity and permits unimpeded 
transmission to the 970 known tele- 
vision receiving sets within range of 
the station. 


On the evening of the program 
featuring Frigidaire, a large televi- 
sion receiving set was installed in 
the Pan Pacific auditorium in which 
a home show was in progress. The 
telecast was reproduced there for a 
large group of persons attending the 
show. Two Frigidaire dealers in the 
locality who own television sets also 
put their receivers to good use dur- 
ing the program. 

While the show was intended solely 
as an entertainment program, and 
was not sponsored as a commercial 
show, it revealed the possibilities of 
product demonstration via television, 
in the opinion of those who conducted 
the telecast after interviewing many 
persons who saw and heard the 
program with their television sets. 


One of the high spots of the pro- 
gram was a demonstration of the 
refrigerant used in the Frigidaire. 
The refrigerant, ‘‘F-114,” was stored 
in a small metal drum. It made its 
own “sound effects” as the valve of 
the drum was opened and the refrig- 
erant flowed with a sizzle into a 
tumbler. The visual demonstrations 


also included those in which the 
refrigerant was shown to be non. 
inflammable when a candle flame 
was extinguished with its vapor, 
An effective portion of this demon. 
stration also was the demonstrator’s 
use of the refrigerant for “washing” 
his hands and face. 

Before the broadcast, the “Col 
Wall” was stocked with a variety of 
foods, and these were used during 
the program to illustrate the foog 
preservation qualities of this type of 
refrigeration. 

Completing the program, the sta- 
tion telecast a film on salesmanship, 
produced by Frigidaire and featuring 
movie actor Jimmie Dunn. 


General Refrigeration 
Completes Merger 


(Concluded from Page 1, Column 4) 
Alvin Haas, vice president and gen- 
eral manager. 

In addition to the General Refrig- 
eration plant at South Beloit, I, 
where manufacturing operations wil] 
be continued as usual, the plants of 
Yates-American at Beloit, Wis., and 
Hamilton, Ont. are now available to 
the General Refrigeration division, 
as are the parent company’s research 
laboratories and personnel. 

Volume of the company’s refrig- 
eration business is substantially 
higher than last year, Mr. Haas 
said, with notable gains recorded in 
distributors’ business. The company 
again is working on a number of 
airplane air conditioners for such 
airlines as United, American, East- 
ern, T.W.A., Pennsylvania-Central, 
and Braniff, he added. 


In Cleveland, Tons of Re- 
frigeration and Air Con- 
ditioning controlled by 
Dependable A-P Valves 
offer aid to profits in every 
business. 


To the engineer, these 
scores of installations 
mean SATISFIED CUS- 
TOMERS, a great boost to 
their sales. To the owners 
these installations offer a 
minimum of service dif- 


TONS of 


AIR CONDITIONING 
and REFRIGERATION in 


CONTROLLED by 
DEPENDABLE 


— 
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ficulty through the steady, 
uniform, efficient Refrig- 
erant Control provided by 
A-P Valve Dependability. 


A-P Valves offer DE- 
PENDABILITY in a full 
line of Thermostatic Ex- 
pansion Valves, Solenoids, 
Water Valves, Suction 
Pressure Valves, Temper- 
ature Control Sets, and 
the new “‘TRAP-IT” Sys- 
tem-Protectors. 


CLEVELAND BUYS 
@VALVES FROM... 


HARRY ALTER COMPANY 


4506 Prospect Avenue 


REFRIGERATION SUPPLIES 


DISTRIBUTOR 
1789 East 24th Street 


WILLIAMS AND COMPANY 


3700 Perkins Avenue 


ait ‘e is 
{)Model 205 


(Adjustable Superheat) 
THERMOSTATIC EXPANSION VALVE 


Maximum Capacity: 
Commercial - - = 


2 tons Freon 
Air Conditioning - 4 tons Freon 
Full liquid charged power element permi‘s 
installation in any position or ambient 

temperature. 
Protect YOUR Installations . . - 
with A-P Valves 


e rorsine service men vx AUTOMATIC PRODUCTS COMPANY 


and Recommend — and Ag- 
gressive Jobbers Stock and 
Talk — (fp}Products. 


2450 nORTH 
MILWAUKEE 
Export Department 
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THIRTY — SECOND 


100 Varick Street, New York City 
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